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OIL BURNING FURNACES 


(AES ; the New 
on, “Insta -Liter’ 


This new SHINGTC thermostatic device for fast starting, pro- 





vides WASHINGTON Dealers with an effective, exclusive 
sales help. INSTA-LITER makes it possible to light a fire 
instantly! With it, quick, complete ignition is obtained. 


Before you place your order for heaters, it will pay you to 
see these 


HEATERS OF TOMORROW — HERE TODAY! 














Gray & Dudley presents the most complete line of heaters 
and ranges for every fuel: oil, coal, wood, gas. Write today 
for Catalog. 


GRAY & DUDLEY COMPANY - Nashville, Tennessee 
Established 1862 
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ROTOHOT 


SENSATIONALLY NEW HIGH-SPEED, 





LOW-COST OIL HEATING (no fans needed) fF, 











Light, and Forget D4/ 
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Cabinet nct too worm for 
children to touch 





AN AMAZING NEW APPLICATION 
OF OLD HEATING PRINCIPLES 


If you have been cold to oil-burning heaiers because of 
the grief that some distributors have had with certain 
heaters or with over-selling, you'll warm up to ROTOHOT 
because it satisfactorily answers the need for a hichly 
efficient, popular priced, open-burner stove. 

ROTOHOT is new— it's different. Designed to take full ad- 
vantage of the natural laws governing air circulation, it is 
a high speed, low-cost, powerful, oil-burning, room heater 


that delivers an even flow of mostly unburned air. High 
velocity is obtained without fans by scientifically de- 
signed air ducts and proper placement of burners. 

ROTOHOT is made in standard, two-tone, crackle finish, 
in 2 and 3 burner capacities. Cabinet for both capacities 
is 351/. inches high, 26 inches wide and 231/, inches deep. 


Attractively priced to sell in large volume. 
Write or wire at once for folder. 


THE HUENEFELD COMPANY e@ CINCINNATI, OHIO 
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YALE makes it! 


For every purpose... 


For every purse i 
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So comprehensive is the line of 


YALE Padlocks...inmodels, sizes ff 

; _™» 
and prices...that you can easily [ Pty 
and profitably standardize your € r OWA 


entire padlock business under Bat c 
the one world-famous trade 


mark YALE. Truly, you can offer 

No 830 SuperPinTumbler 
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your customera YALE Padlock for 


Added to the convenience and 
economy of such merchandising 
is the all-important fact that ‘‘the 


name YALE helps make the sale!”’ 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U.S.A. Sra 
19 $9.25 


retail price 
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When sultry days bring shirt-sleeve customers into your store, 
you'll be selling Republic steels — and comfort — in fans. 
The stand may be pressed from Republic sheet steel — the 
field and armature cores may be Republic silicon steel — the 
guard may be Republic wire. 

But you don’t need to know whose steel was used. The 
fan you sell is backed by a manufacturer in whose integrity 
you have full confidence. You know that he knows what 
steels are best — and best able to create good-will for you 
and for himself. 

You sell other steel products where only you stand be- 
tween the steel maker and your customer. When buying 
products such as nails, pipe, sheets, bolts, nuts, rivets, wire 
fence, posts and wire, you select the steel. You can best 
protect your good-will on these products by buying the 
steels that manufacturers of other products have found re- 


aes liable — from a company that will give you 


the benefit of its experience and research 
— from a company that will stand back of 
its products — from Republic. 


* REG. U.S.PAT.OFF. 
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of one 


instead of a half 
dozen of all others 


ATURALLY, you must stock the 
finest garden hose for those cus- 
tomers who want nothing but the best. 









































At the other extreme, you want to 
be able to supply those customers 
who want a good hose for as little 
money as possible. 


In between, there are customers who 
want a “light” hose; or an “easy-to 
handle” hose; or an extra tough in: 
expensive hose. 





You don’t want to lose any hose sales! 
So, Goodyear makes all kinds and 


grades to suit all your customers. 


And you’re safer in concentrating on 
Goodyear because then every hose 
you sell will carry the sales appeal 
of “the greatest name in rubber.” 


Stock all six lines of Goodyear hose. 
Each is armored with a tough cover- 
ing of specially compounded rubber 
—and “backboned” with a stout re- 
enforcement of heavy cotton-cords. 
Each is the “buy” in its price class. 


Why not get full details of Good- 


year’s Garden Hose proposition? 








1 EMERALD CORD* HOSE—The finest lawn hose made. GLIDE* LAWN HOSE—A good hose at a moderate 
Green cover, double braided, high quality cotton-cord price. Ribbed red cover. Molded hose, reenforced with 
reenforcement. heavy double braided cotton-cords. Also available with 


black cover. 


2 WINGFOOT* SUPERTWIST CORD HOSE—Although 

less in cost, this hose closely approaches the high quality 5 PATHFINDER* LAWN HOSE —High quality at low 
of Emerald Cord Hose. Brown cover; two braids of Super- price. Green cover. Heavy, single-braid, cotton-cord re- 
twist cord. Light and easy to handle. enforcement. Also furnished with black cover. 





3 SUPERTWIST* CORD HOSE —A light-weight yet 6 OAK* LAWN HOSE — Designed expressly for the low- _ 

extremely durable hose that even women and children price market. Single-braid cotton-cord reenforcement, cor- ing 
can handle easily. Brown cover. Made with a reenforcement rugated dark brown cover. yi 
of the famous Supertwist cord. *Trade-marks of The Goodyear Tire & Rubber Company 





THE GREATEST NAME IN RUBBER 
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Your Customers Know These 
Famous Steel Products 





U-S-S Roofing and Siding Sheets come in 
a complete line—including Corrugated, 
V-Crimped or Flat—in galvanized stand- 
ard Open Hearth or rusf-resisting Copper 
Steel. Complete accessories are available 
for all types. 





U-S-S American Fence and Posts are. 


famous for their long life. Their long 
Service record and advertising in lead- 
ing farm magazines have established a 
Preference that means more sales for 
dealers who take advantage of it. 





What’s In a Name? 










U-S-S HEX-CEL Poultry Netting is 
made with perfect mesh. Galvanizing is 
smooth. Hex-Cel unrolls flat-—without 
kinks and bulges. That's why it goes up 
so easily and makes such trim-lookin4 
pens. Hex-Cel creates customer satisfac- 
tion that means repeat business. 










AMERICAN LAWN FENCE 
CYCLONE LAWN FENCE 
GATES AND FITTINGS 
AMERICAN FUR FARM NETTING 
AMERICAN BARBED WIRE 
PROTECTOR POULTRY FENCE 
STRAIGHTLINE POULTRY 
NETTING 
CYCLONE SCREEN CLOTH 
CYCLONE HARDWARE CLOTH 
BLUE BONNET BALE TIES 
NAILS, TACKS AND STAPLES 
CLOTHES LINE 
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CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 








COLUMBIA STEEL COMPANY, San Francisco 


United States Steel Products Company, New York, Export Distributors 




















HE sales value of the U-S-S StormSeal name is 

built on advertising in leading farm magazines 
—more advertising by satisfied customers who tell 
others about StormSeal’s leakproof features—and 
the established reputation of steel products that bear 
the U-S-S trade-mark. Pointing to the U-S-S 
StormSeal name is a sales opportunity you cannot 
afford to miss. 

Your customers will quickly see why StormSeal 
lives up to its name and seals roofs against the 
stormiest weather when you show them the double 
drain that provides double protection against seep- 
age—the cross crimps and pressure lip that keep rain 
and wind out of end laps—the tension curve that 
keeps the sheet flat against the decking. 

We have a lot of sales helps available to help you 
sell StormSeal. Booklets—folders—signs—local ad- 
vertising that remind customers to come to your 
store. Ask your jobber today, or write us, for these 
helps. We’re ready to send them to you because we 


know that they are powerful sales-builders. 






Put good bolts in your Derby 


| — and sons alike bank on Bethlehem Bolts. They tibia the fine quality 
of the bolts and nuts, the clean-cut, smooth-fitting threads, remember the snug, 
sure fit of wrenches on heads and nuts. 

Easily remembered, too, are the bright and attractive red and white labels 
on the cartons. They’re easy to pick out on the shelves. Customers call for them 
the second time, increase business through repeat orders. That’s the soundest 
reason of all why the Bethlehem line of bolts and nuts is a real business builder. 


Ask your distributor about this attractively packaged line of bolts. 


Bethlehem Bolts are packaged in paper cartons in the fol- Machine Lag 
lowing sizes: and Carriage 





‘"' bolts up to. . aes 5" long 4" long 
; i, " and i bolts up to......... : 5'/." long 5'1/."" long 
ve", /2"' and ¥"' bolts up to........ 3'/." long 4" long 


Some longer bolts are packaged in paper with the same attractive label. 


BETHLEHEM STEEL COMPANY 
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Efficient Garage Door Operation 
is always an established fact— 





















fect ease 


No. 855 
Swivel Trolley Hanger Two-Door Trolley Garage Sets Three-Door Trolley Garage Sets 











No. 817X Four-Door Trolley Garage Set 


action garage door but perfection in operation for many years to come. 


National Trolley Garage Door Sets 


These sets are diversified as to the type and the number of doors 
they serve. Whether a job requires a two-, a three-, or a four-door 
installation, one of these sets will amply meet all requirements. 


Steel roller-bearing hangers carry the weight of the doors with per- 





with this Hardware! 











N these National Garage Door 
Sets are incorporated some of 
the most advanced ideas in sim- 
ple and positive door action. The 
designing skill and expert work- 
manship back of these sets assure 


not only a friction-free, quick- 


and freedom. Protective finishes add further enhancement. 


Your stock should include these popular door sets. 
Further information will be gladly sent on request. 





Nos. 817A and 817B Nos. 815 and 816 
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National Builders’ 


N ATl O N AL Hardware is sold direct 


to the retail dealer—a 


MANUFACTURING COMPANY _ policy that promotes 


quality, service and di- 


STERLING - ILLINOIS rect selling cooperation. 
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Informal Editorial Comments 








“Guess Again” : 


Realizing that a mistaken no- 
tion about the fuel consumption 
of electric cooking ranges offers 
an outstanding yet unwarranted 
sales hurdle, the Modern Kitchen 
Bureau has been sponsoring a na- 
tional “Guess Again” campaign. 
The idea is to focus consumer at- 
tention on actual fuel costs which 
normally are, considerably lower 
than uninformed persons imagine. 
The Bureau, which is dedicated 
to selling the idea of completely 
modernized electrified kitchens, 
has enjoyed widespread response 
and support for its “Guess Again” 
program, with participants enthu- 
siastically reporting public inter- 
est that has developed sales. The 
power companies, for obvious rea- 
sons, have gone along with this 
campaign wholeheartedly and have 
introduced some very effective ad- 
vertising and selling ideas. Here 
are two particularly good exam- 
ples. The Wheeling (W. Va.) 
Electric Co. lined up 50 friendly 
customers, put check meters on 
their electric ranges and then pub- 
licized the actual monthly costs 
of each of these 50 ranges. This 
publicity gave names, addresses, 
number of persons in the family, 
kilowatts used and the net cost for 
the month. The publicity on these 


tests, following a string of “Guess 
Again” appeals, was headed “Now 
You Can Stop Guessing about the 
Cost of Electric Cooking.” The 
Montana Power Co. publicized 
signed statements of customers 
who admitted their excessive esti- 
mates and attested to the lower 
actual costs of electric cooking. 


Patman Chain Store Bill :— 


The most recent data from 
Washington, D. C., in connection 
with Wright Patman’s proposed 
chain store tax bill is that Mr. 
Patman has arranged (again) to 
have this bill stand as H.R. 1 for 
consideration in January, 1940, 
when the current or 76th Congress 
holds its second session. Origi- 
nally, it was hoped by its spon- 
sors, in and out of Congress, that 
such first place action might have 
taken place in January, 1939. 
For the many independent whole- 
salers and retailers who continue 
to consider this particular legis- 
lation desirable, this delay gives 
a further period for campaign 
work and for pressure directed 







by CHARLES J. HEALE 
EDITOR, HARDWARE AGE 


against Senators and Representa- 
tives between now and the first of 
next year. Practically all in- 
formed Washington agencies have 
long been in agreement that this 
measure had slim chance of either 
action or passage at this session 
of Congress. The postponement 
may change this situation if suffi- 
cient agitation is aroused in favor 


of the bill. 





Bicycle License Plates: 


In various parts of the country 
the police have been experiment- 
ing with a license.system for op- 
erators of bicycles, including a 
number plate to be carried on the 
vehicle at all times. Part of the 
reason for these experiments is to 
preach safety to youngsters, giv- 
ing them a sense of partial re- 
sponsibility for safe cycling. An- 
other phase is to prevent theft. 
Baldwin (N. Y.) police are issu- 
ing two-part license plates to all 
cyclists. When a bike is parked 
the owner is required to remove 
one part of the plate and to carry 
it with him, in his pocket or other 
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Dealers are doing a thriving business in Lockwood improved builders’ hard- 








PIES 


ware. The ingenious Unifast combination rose and key plate is especially PATRICIAN 


popular because it is so easily and securely applied to modern thin doors. A PLASTELLE 


single machine screw, passing through the wood into a special stump in the 


UNIFAST 


lock, anchors the combination plate securely. Patrician plastic-and-metal 
‘ — EQUIPOISE 
knobs can be used with Unifast to very good effect, and are profitable to 


suggest. a 


Send for details on the outstanding Lockwood line of modern builders’ CAPE COD 





hardware. 
Lockwood Hardware Mfg. Co. 
Division of Independent Lock Co. Fitchburg, Massachusetts 
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convenient place. When he re- 
sumes cycling, the removed half- 
plate is restored, otherwise a po- 
liceman will stop the cyclist and 
make him prove legal ownership 
or rights to use that particular 
machine. In case of a serious ac- 
cident the license plate also serves 
to facilitate identification. Fees 
charged for bicycle license plates 
are generally very low, 25 cents 
or 50 cents. 


Labor Troubles :— 


From several parts of the coun- 
try come reports of hardware 
wholesalers and retailers experi- 
encing serious union labor diffi- 
culties, paralyzing strikes, an- 
noying picketing and other 
disturbances. The basic com- 
plaints leading to these difficulties 
are quite varied with several out- 
standing fights centering around 
union efforts for completely 
“closed shops.” When a business 
firm agrees to the complete 
“closed shop” the business then 
ceases to be operated under the 
discretion and direction of ex- 
perienced management or owners. 
Union officers are then in. a posi- 
tion to dictate and to control 
selection of* personnel, wages, 
hours, etc., all of which is a bad 
condition and invariably leads to 
high costs and difficult manage- 
ment problems that harass efforts 
to attain efficient and economical 
operation. Both wholesalers and 
retailers in the hardware field 
gave too little thought to the 
growth of organized labor under 
the blessing of the present Wash- 
ington Administration with its 
pro-labor sentiments, Wagner Law, 
etc. Now that so many of the 
larger hardware firms are face to 
face with union difficulties, dis- 
cussions of plans for coping with 
the situation may seem somewhat 
futile. Nevertheless, union activi- 
ties in the hardware distributing 
field are still hardly more than 
started and then only in spots. 
The vast majority of hardware 
firms have not yet faced this 
problem and still have an oppor- 





tunity to give serious thought to 
the best procedure, if and when 
unionization comes before them. 
When the National Wholesale 
Hardware Association meets in 
Atlantic City this October, the la- 
bor problems, past, present and 
future, merit a full session with 
“bitter experience” talks by those 
who have faced union troubles 
plus the benefits from any collec- 
tive thoughts for meeting the sit- 
uation. When the professional or- 
ganizer knocks at the door it is 
too late to begin thinking about 
this problem. When “this gentle- 
man” arrives it is time to be pre- 
pared and to know what to do, to 
know what you can do and then 
to do it. An important part of 
any such program should be 
some form of publicity among 
employees in advance of union- 
ization activity. Once that has 
started it is difficult to even dis- 
cuss the subject without becom- 
ing involved in charges of coer- 
cion or worse. 


Your Next Catalog?— 
A splendid idea to help dis- 


tributors make their catalogs 
more useful comes from one of 
our good advertisers who suggests 
that manufacturers be advised in 
advance of proposed catalogs. 
This would enable producers to 
help distributors arrange an effi- 
cient showing of their particular 
products, add new items, etc. This 
manufacturer writes: 


“All manufacturers, includ- 
ing ourselves, are interested in 
knowing when our customers 
are going to issue a new cata- 
log. Your trade paper tells us 
when a new catalog has been 
issued and is already in the 
mails, but that is entirely too 
late to be able to suggest to the 
customer the proper arrange- 
ment of our products, the ad- 
dition of any items, etc. 

“It seems to me that it would 
be a big help to your advertis- 
ers if your paper would preach 
the gospel of having your cus- 
tomers ‘tell the world’ at large 


when they contemplate issuing 
a new catalog. If they don’t 
want to ‘tell the world’ at large, 
they could at least have some 
set-up to tell the trade papers, 
the trade papers could then 
pass the information along to 
interested manufacturers, par- 
ticularly those manufacturers 
who advertise in said trade pa- 
per.” 

This seems to be a_ perfectly 
reasonable and very inteHigent re- 
quest. If a wholesaler did not 
wish to make an advance public 
statement on his catalog plans 
(for competitive reasons) he 
could and should, at least, notify 
all of his sources of supply and 
thus invite helpful suggestions 
that would lead to greatly im- 
proved catalogs that would be 
even more representative of avail- 
able goods for hardware store dis- 
tribution. 


Building Costs :— 


An informative comment on 
building costs and their relation to 
curtailed better building with bet- 
ter grade hardware comes from the 
executive head of an important 
manufacturer. He writes: 

“One of the most important 
reasons for the lack of business 
in home building, and business 
in general, is due to the in- 
creased costs. For example, a 
six-room house (excluding real 
estate), which cost $4,410 to 
build in 1916 would now cost 
$6,420. Of this cost there would 
have been for material (of 
which builders’ hardware is a 
part), $2,255 inf 1916 against 
$2,938 today. The labor cost 
for building the house would 
have been $1,465 in 1916, and 
$2,250 today. The remainder, 
covering architect’s fees, per- 
mits, utility connections, build- 
er’s profit, insurance, etc., would 
have been $690 in 1916, against 
$1,232 today. The high costs, 
and uncertainties of the future, 
cause many prospective home 
builders to postpone their con- 
struction.” 
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By ADON H. BROWNELL 


Chapter 54—Advanced Course 


Interesting Hardware Problems Solved 


HIS is the first of several 
chapters which, | think, 


should be of unusual inter- 
est, not only to new students 
learning the builders’ hardware 
business but also to the oldest 
man in the game who still loves 
the business. 

Builders’ hardware engineers 
are constantly being faced with 
unusual problems. That’s what 
makes this business so intensely 
interesting. You never know what 
problem will come up next and 
you cannot usually find the an- 
swer from previous problems. 

For the next three chapters I 
have asked a number of builders’ 
hardware engineers to give me 
some problems they have met and 
how they solved them. 

The first one I am going to 
give is one sent in by J. Harold 
Dumbell, executive secretary of 
the National Contract Hardware 
Association. I am selecting this as 
the first for three separate rea- 
sons. 

The first reason is that Mr. 
Dumbell, who for many years was 
in charge of the builders’ hard- 
ware department of Samuel F. 
McKnight Hardware Co. in Pitts- 
burgh, was one of my keenest 
competitors in the Pittsburgh 
market when I was growing up 
in the business myself, and I have 
always had a great deal of respect 
for his knowledge and ability. 

My second reason is, that de- 
spite this increased responsibility, 
he still has a love for the builders’ 
hardware business and has con- 
tributed to its development as 


14 


probably no other one man has 
through the formation and devel- 
opment of the National Contract 
Hardware Association. This he 
has done without salary and at 
great personal sacrifice of time 
and talent during the formative 
years of the association when he 
served as its president. 

It was only in November last 
year that he resigned from the 
Samuel F. McKnight Hardware 
Co. to devote his full time and 
talents to the work on a salary 
basis. The industry will always 
owe J. Harold Dumbell a debt it 
can never repay. 

The third reason is that as 
might well be expected of him, he 
chose as his interesting problem 
one that is easily understood, but 
not so easily solved until you see 
how he did it. Then it looks easy, 
as most problems do when you 
have the answer. This problem 
also gives an interesting keying 
solution. Without further com- 
ment, therefore, let Mr. Dumbell 
speak for himself. Here’s his 
problem and its solution. 


* * * 


“Recently I furnished the hard- 
ware for an office building con- 
sisting of three stories and base- 
ment in which approximately 200 
people are employed. There are 
two pair of double-acting entrance 
doors and the hardware specified 
for each pair is as follows: 

2 sets Checking floor hinges 

2 “ Flush bolts 

1 “ Dead lock with two cylin- 
ders 


4 “ Special push bars 
4 “ Kick plates 
1 “ Threshold 

“The building is set on a large 
piece of ground, has two stair- 
ways to basement, four from the 
first to second floor and two from 
the second to third floor. 

“There is a watchman in the 
building at night. It is customary 
for some of the employees to 
work at night and they do not all 
have keys to the building. There 
is a bell at the main entrance to 
bring the watchman to that point 
to permit entry. 

“The employees do not all 
leave at the same time and, due 
to the door being locked from 
both sides by key, it would be 
necessary for anyone leaving to 
hunt up the watchman who might 
be in any part of the building 
and hard to find. 

“We could not use a dead lock 
with turn piece on the inside as 
that would permit exit but no 





Fig. 1—Payson jamb bolt. 
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means of locking the door after 
going out. A regular night latch 
could not be used as doors are 
double acting and latch bolt 
would interfere. Now the answer. 

“A jamb bolt Payson No. 750 
(Figure 1) was placed in the head 
or frame over the doors to pull 





Fig. 2—Mortise night latch with 
auxiliary latch bolt. 


down and cause the one door to 
be single-acting openiug out after 
regular closing time. 

“A mortise night latch with 
auxiliary latch bolt (Figure 2) two 
cylinders and turn knob was in- 
stalled on the active door. 

“The watchman could by oper- 
ating his key in the inside cylin- 
der hold the latch bolts in a re- 
tracted position, close the jamb 
bolt and thereby permit the doors 
to be double acting during the 
day. The regular pass key does 
not operate the inside cylinder, 
thereby placing retracting feature 
under control of the watchman. 
The watchman’s key operates both 
inside and outside cylinder. 

“Anyone there at night, upon 
completing his work, can walk out 
by use of turn knob, door closing 
by means of checking floor hinge 
and returning to a locked posi- 
tion. A double-acting door dur- 
ing the day. A single-acting door 
at night with an exit latch.” 
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The second problem I would 
like to present with its solution 
comes from another builders’ 
hardware engineer, Ray S. De- 
Ronde, who is manager of the 
builders’ hardware department of 
the H. D. Taylor Co., Buffalo, 
N. Y., my own company. 

The chief reasons I have for se- 
lecting this as second of my inter- 
esting problems is not only the 
fact that Mr. DeRonde and I were 
raised together as boys in On- 
eonta, N. Y., and that I first in- 
terested him in going into the 
business, but above all he has 
been the greatest single contribut- 
ing factor in suggestions, criti- 
cisms, and corrections to this en- 
tire series, having checked me 
back on all the work which I have 
tried to do for you. Here’s his 
story. 

* * * 

“We were called in to handle 
some in and out doors from a 
restaurant dining room to the 
kitchen. These doors were 2 ft. 
8 in. by 5 ft. 6 in. by 134 in., and 
quite heavy. The doors were off 
the floor about 12 in. and had a 
circle head at the top. 

“As this is a very large restau- 
rant, it was estimated each door 
operated nearly 1000 times a day. 
In fact, we checked them later and 
found this to be about right. We 
believed these doors to be too 
heavy for a checking gate hinge; 
the owner would not stand for 
jamb hinges as they would be too 
noisy, and, of course, it was im- 
possible to use a floor or over- 
head closer. 

“Our answer was to use 114 pairs 
ball-bearing butts to handle the 
door. We then used an L.C.N. 
closer, size C, fastened to the jamb 
under the door. Fig. 3 pictures 
the actual installation. We did not 
use the regular closer fork arm 
and fork arm rod. In their place 
we used the bottom slide of a floor 
closer with a rectangular brass 


piece, 34 in. thick, drilled to hold 
the knob on the main arm of the 
closer. The rectangular brass 
piece was put in the slide arm and 
the slide arm mortised into the 
bottom of the door. The knob of 
the main arm was then inserted 
into the hole in the rectangular 
piece, giving us a checking hinge 
controlled by a door closer. 
“This gave us positive action 
with quiet closing and no slam- 


ming.” 
* * * 


The third and final problem | 
shall present in this particular 
chapter is one that I was required 
to solve on one of my own con- 
tracts while in Pittsburgh and 
which frankly had me stumped. 
A. A. Hutchison was then presi- 
dent of the Fort Pitt Hardware 
Co., of Pittsburgh, while I was 
manager of the builders’ hard- 
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Fig. 3—Installation for in- 
and-out restaurant door. 
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Fig. 4.—Duo-swing partitions for restaurant use. 


Fig. 5 — Type of 
hinge used for 
Chinese restau- 
rant door. 


ware department—a position he 


had formerly held. 


While it has been my privilege 
to work with some unusually keen 
builders’ hardware men in my 
hardware experience, Mr. Hutchi- 
son was, in my estimation, with- 
All of you have 


out an equal. 





heard the expression—‘So and so 
is the best builders’ hardware man 
To me Mr. 
Hutchison was just that. Certain- 
ly he taught me more than any 
man I have ever been associated 
with and I have been associated 
with some of the best. Here was 


in the country.” 
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my problem that I could not solve 
and then I will give you Mr. 
Hutchison’s solution. 

* * * 

The contract was for a Chinese 
restaurant. The architect had de- 
signed a series of booths along 
each wall. The walls were panelled 
and the booths were formed by 
partitions standing into the room 
about 6 ft. deep forming bays to 
accommodate four chairs and a 
table. 

Here was the difficulty. At times 
the partitions must swing back 
against the walls so that when a 
party was being held the room 
could be turned into one large 
room without these partitions in- 
terfering. The owner and archi- 
tect would permit nothing like an 
arm to show above the partitions. 
The partitions were off the floor 
so that pivots were out of the 
question. 

These partitions had to swing 
in either direction yet had to be 
held open or closed as desired and 
no spring-hinge double-acting de- 
vices were permissible. The par- 
titions were made just like the 
side wall panels with heavy rails 
and thin panels. That was the 
problem that I took to Hr. Hutch- 





The sample room of the Hendrie 

& Bolthoff Mig. and Supply Co., 

Denver, Colo., combines open and 

closed display. The room has 

been made quite attractive by 

the visible displays in both of 
the show cases. 
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ison. (Fig. 4 illustrates the actu- 
al installation. ) 

Here’s how he solved it for me, 
and it was a perfect solution. 


Fig. 6 — Door holder 
used for holding 
restaurant door. 





He used a pair of Niles hinges, 
Fig. 5. To the top hinge he had 
rivetted a piece of heavy steel 
which he carried to the top of the 
partition where it was bent and 
extended nearly 5 ft. out along 
the top rail. This strengthened 
the partition and kept it from sag- 












ging yet no one could see it from 
the room. It also permitted the 
partition to swing either way de- 
sired. 

Then came the matter of hold- 
ing the partition either open or 
closed. He accomplished that with 
a long Caldwell door holder, such 
as is shown in Fig. 6, and had the 
factory furnish it with the round 
brass rod but without the rubber 
plunger. 

He placed three sockets flush in 
the floor, one in place to hold the 
partitions in an open position and 
the others to hold them against 
the wall either to the right or left. 

The door holder was placed on 
the edge of the partition. Sash 
sockets were used instead of the 
rubber cups for the purpose of 
making them more secure. Mr. 
Hutchison feared that if the rub- 
ber cup alone was used to hold 
the partition that the holder might 
easily be forced to give if someone 
leaned against or pushed the par- 
tition. 

Many other interesting hard- 
ware problems and their solu- 
tions will be given in the chapters 
which follow. I trust that you will 
be interested in reading about 
them. 


Builders’ Hardware Sample Rooms 


Left—The Hibbs Hardware Co., Portsmouth, Ohio, 
does not maintain a builders’ hardware sample 
room but displays sample cases on its selling floor 
and a small stock of each item is behind the dis- 
play. Easels are easily removed and may be taken 
to a customer's home to &ssist in making sales. This 
display method aids clerks in “over the counter” 
sales. Packages are not opened and nothing's lost. 































































The Association of Commerce and the 









merchants of this Louisiana city 
present all newcomers with a book 
containing full page, loose leaf ad- 
vertisements of participating firms 


retested, 


and follow up with personal service 


Street in Lake Charles—the 
town that greets newcomers. 
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RACTICALLY all progres- 

sive and alert cities follow 

some definite procedure in 
welcoming new residents, and 
there are also a number of com- 
mercial organizations that spe- 
cialize in this important work. 

; The Murray Brooks Hardware 
Co., Ltd., the Norvel Wilder Sup- 
ply Co., Farm Supply and Awn- 

j ing Company, Inc., hardware 

3 firms, together with other busi- 
ness firms of Lake Charles, La., 
have succeeded in working out 

; this welcome problem along dif- 


abe as: 


aah Sm 


ferent and effective lines with the 
aid of the Lake Charles Associa- 
tion of Commerce. This plan has 
been operating for the past five 
years and has been extremely suc- 
cessful. 
Lake Charles merchants used 
to write individual letters to new 
residents insthat area, but after a 
year’s experience they came to the 
é conclusion that while the names 
4 on the letters might mean some- 
thing to newcomers there were al- 
together too many letters. 

The merchants then changed 
their tactics and switched to a 
handsome booklet titled “Wel- 
come to Lake Charles, Louisiana.” 
Under the title is the line “The 
Nation’s Fastest Growing Port” 
and at the bottom of the cover 
the lines “Issued by the Lake 
Charles Association of Com- 
merce.” A reproduction of the as- 
sociation’s headquarters also ap- 
pears on the cover which is of 
heavy pebbled paper. 

The book is 9 by 12 in. in size 
and is of the loose leaf variety. 
Each page contains the advertise- 
Fd ment or announcement of a 
single firm and the majority of 
these are illustrated. This prac- 
tice has been of decided assistance 
to newcomers in recognizing the 
various places of business. 
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Here is the letter from the Association 
of Commerce that accompanies each book. ‘ 


The first page of the book con- 
tains an illustration of the Asso- 
ciation of Commerce building and 
a welcome message from the gen- 
eral manager of that organization. 
The second page contains a pic- 
ture of the mayor and a message 
from him. 

As a follow-up, a woman repre- 
sentative of the association visits 
the telephone company, light and 
gas company every day and se- 
cures a list of the installations. 
She then contacts these new- 
comers. spending some time with 


each one and giving them in ad- 
dition to the “Greeters Book” such 
other literature as would be of 
interest to them. She secures from 
the customer his present address, 
business address, former address, 
type of business and former busi- 
ness connection, as well as church 
and other affiliations. 

She communicates’ with 
ministers of the churches, 
furnishes them with information 
about the newcomer and _ also 
turns this information into the 
credit bureau, which can secure a 


the 


and 
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Interior of the Gayle Hardware Co. of Lake Charles, La., 


one of the hardware firms of 


previous record on the newcomer. 
Every few days this 
sentative supplies the contributing 


merchant with a list of those she 


called on, and it is up to the mer- 


merchants of 


Mankato, Minn., including 
Zimmerman & Bangterer, Maho- 
wald’s and Schwickert Hardware, 


recently cooperated in a full page 
advertisement in a local newspaper, 
heralding the opening of the fishing 
season. 

The page had the heading, “Let's 
Go Fishing.” and advised the fisher- 
man, “But First of All, Let us Assist 
You In Avoiding Disappointment By 
Suggesting You Check Over Your 
Tackle Box and Replace the Tackle 
You Lost Last Summer. The Mer- 
chants on This Page are Fishermen 
Themselves. They Know and Have 
Just the Supplies That You Will 
Need. See Them Today!” The ad 
also contained Coble’s 1939 Fisher- 
man’s Calendar. 

Mankato has long been known for 
its cooperative merchants who work 
together to secure more business for 
everyone concerned. This spirit of 
cooperation reacts very favorably 
upon the buying public. 

This above mentioned advertise- 
ment is an example of this coopera- 
tion. Zimmerman & Bangterer, 
Mahowald’s and Schwickert’s do not 
sit around “crying the blues” be- 
cause business has fallen off. They 
get together with other merchants 
and create a demand for their prod- 
ucts. As a result, business is always 
good in Mankato. 
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that 


repre- 





enterprising city. 


chants to follow up these contacts. 
Later she calls back to determine 
whether the has found 
trading conditions satisfactory and 
to secure any complaints or com- 


newcomer 





Cooperative Advertising for Greater Sales 





pliments which are turned over in 
due time to the merchants. 

This service is paid for by the 
merchants who are represented in 
the book. The association charges 
an initial fee of $10.00 for making 
the cut and printing sufficient 
pages to last a year, and then the 
merchants pay an _ additional 
charge of $3.00 per month for the 
service. 

At the rear of the “Greeters 
Book” is a complete list of the 
members of the Association of 
Commerce, and their businesses, 
lists of civic and fraternal organi- 
zations, churches, as well as a 
“Facts You Should Know About 
Lake Charles” section, which tells 
about the city’s commission form 
of government, and gives the tele- 
phone numbers of various city de- 
partments, employment services. 
ambulances, etc. 


















| 
HI Dot Fest of All. Let L's Assist You In Aveidiing 
- epaetengeate — "The Metchamts un The Page Are Puhersare 





Syppegietnest By Sreswties Yoo Check: Over Your Tackle Box and Replace the 


'LET’S GO FISHING! G2= FISHINGIES=S | gy 


itt en KNOW AND HAVE JUST THE SUPPLIES THAT vou wa WiLL. NEED. SEE THEM TODAY! 











FISHERMEN! 


7 


1989 COBLE’S FISHERMAN'S by 1999 | 
“= THE FISH—ETTER THE DAY FOR FU 





FISHERMEN! 7 








Tees Th Pe tell te 
n 














MAKE YOUR HEADQUARTERS 





a, By aT 








i bi 








Ee) >) 























Eat 











THE WONDER REEL 




















REELS| 


ae 
aa ee 














































































































EXAMINE THE NEW 199 STEEL FLY RODS - 


WE REALLY RAVE THE COMPLETE STOCK AT PRICES THAT 485 LOW! 








414 Seuth 


Se Front St 





414 Sou S Zissmerman 414 South 











a| 


Enjoy Your "Panine Tre | | 








‘Witeox & GaEsurY 


onan + .-7 py 


































































“FISHING TACKLE for LESS 
| 4¢ MANOWALD'S 1S_NO FISH STORY! | 























Reproduction of the ad. The original measured 1634 by 19134 inches. 
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HARDWARE 


Ed. Millner, Miami, Okla., hard- 
wareman, is a top notch angler 
Several years ago he and five 
friends made an eight-day fishing 
trip— “the White River Float’ — 
which took them from Blackwell's 
Ferry to Denton's Ferry, Cotter, Ark., 
and so enjoyed the trip that a spe- 
cial booklet was printed telling the 
highlights of the entire trip, outlin- 
ing day-by-day events. In the eight 
days Mr. Millner caught 41 of the 
281 fish landed by the party. The 
booklet, illustrated with photos taken 
during the trip, had on its cover a 
map showing the route taken by the 
men, and had details as to camping 
places, weather, costs of trip, etc. 
In the picture showing these friends 
and the string they caught, Mr. Mill- 
ner is the man at the extreme left. 
He is the second man from the right 
in the scene taken at one of the 
camp sites. 





MENS HOBBIES 


‘All work and no play makes Jack a dull boy 
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*And hardware women have their hobbies too. 


Miss Selma Jaffe, Jaffe Hardware Co, 


St. Louis, Mo., tries to find some time every- 
day for painting landscapes and portraits in 
oils. She is shown at her desk in the office 
of the firm sketching with grease pencil 
Fourteen of her paintings have been ex- 
hibited as award winners at galleries spon- 
sored by the Missouri Artists’ Guild and other 
honors have been won by her paintings in 
the Fine Arts Center in Chicago 
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HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME — DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 
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“The merchant should have a talk with the prospective employee.” 





Keystone View 


‘Lest— Before You Invest in 


Training a new employee is costly 
and every applicant for a position 
should be thoroughly investigated 


by means of an application form. 


) 


By Georce G. Hoy 
Associate Editor, 
Hardware Age 


ROM $500 to $1,000 can 
easily be invested in an em- 


ployee during the six to 18 
months required to train him for 
the retail hardware business. This 
being the case, it pays to investi- 
gate and study carefully every 
possible bit of information about 
an applicant in order to make cer- 
tain that the investment will de- 
velop into a productive asset for 
the business. 

In making such an appraisal it 
is best to follow an employment 


22 





application form such as shown on 
these pages so that all points can 
be covered and accurate informa- 
tion. secured and checked before a 
final decision is reached. The value 
of such a record is apparent, for 
hiring is all too frequently done 
in a hit or miss fashion. 

Certain general information is 
essential simply as a matter of 
record or for possible future refer- 
ence. Information relating to the 
education of the applicant serves 
to gauge his ability to learn new 





things, assimilate new ideas and 
meet the customers of the store 
in a proper manner. 

You should also know some- 
thing about the applicant’s previ- 
ous employment as this will reveal 
something of his past business ex- 
perience, compensation received, 
ability to hold a position and rea- 
sons for leaving former positions. 
Information should be obtained 
regarding at least two of his previ- 
ous positions in order that you 
may be able to judge this factor 
fairly. Since the prospective em- 
ployee is to work in the retail 
hardware store, inquiry should be 
made as to previous types of hard- 
ware store experience. Some indi- 
cation of the type of work desired 
and compensation expected should 
also be secured. 

Character references supplied 
by the individual will enable the 
merchant to check his own opin- 
ions of the prospect with those of 
others who know him well. A 
personal letter requesting such in- 
formation will generally be an- 
swered and a self-addressed return 
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letter should be included for con- 
venience in replying. The health ee. ap- 
of the individual seeking employ- plication form. 


EMPLOYEES 
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Here is Page 1 
the typical 


BAPLOTMENT aPPLication 


Name 
mene Telephone 
—— 
; Se, CY 
Social Security Mumber see ae 
HH Mathonali 
v 





ment is very important. Questions Personal data, 
education and 


on this will give the merchant in- 

-_ 2 —— past record are 
formation regarding chronic ill- included here. 
nesses not easily recognized and 
will aid him in determining 
whether or not the applicant is 
physically able to stand the type 
of work under consideration. A 
physical examination should be re- 
quired as a final check on the in- 
formation given by the prospective 
employee. 

Questions on hobbies and out- 
door recreation will give the pro- 
spective employer some idea of 
the applicant’s interests, ability 
in other fields and how well he 

(Continued on page 74) 
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Pages 2 and 3 are devoted to hardware experience, references, health and other personal details. 
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; Atlas Photos 
Parents usually know where model plane enthusiasts are. 


AST January, C. W. Brom- 
well, proprietor of the 
r Chapman Hardware. 
Hardware of Omaha, Neb., 


Chapman 


Omaha, Neb., installed a model 
; ‘ airplane department which added 
has built traffic, volume and good will O5EROR kn the ahent’s edad dar. 

: ; : ing its first four weeks of opera- 
by installing this new department tion. This department has built 


Window displays like this have attracted many youngsters—and adults—to the model plane department. 
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trafic and volume, has developed 


' good will among the youngsters 


in the neighborhood and _ has 
created a friendlier attitude to- 
ward the store on the part of their 
parents. 

“Parents whose youngsters are 
model plane enthusiasts usually 
know where their boys are,” says 
Mr. Bromwell, “and parents are 
pleased when their children be- 
come model plane ‘fans.’ These 
parents know that when their chil- 
dren are not at home that they are 
probably visiting plane-building 
friends and are endeavoring to 
find out how to overcome puzzling 
problems of construction. 

“This department brings in 
many parents who buy plane kits 
for their children and they often 
help the youngsters in building 
models, sometimes becoming fans 
themselves. A woman came in 


otal $15 


with her ydung son recently and 
was going to buy him a 25-cent 
kit. When the boy said he wanted 
one selling for a dollar his mother 
asked me whether or not he would 
really devote much time to work- 
ing on the plane. I told her that 
he would and as a result sold the 
higher-priced kit. Many men like 
the idea of building model planes 
as they say they save money by 
staying home and working on 
them. 

“We started this department in 
mid-January, with a stock valued 
at $15.00, offering items priced 
from 10 cents to $1.00. Our origi- 
nal stock was limited to solid and 
rubber band-operated models but 
we soon added gas models priced 
from $3.95 to $5.95. By the mid- 
dle of February we had sold 
$150.00 worth of kits and parts 
and had on display a stock valued 
at $90.00. The first thing I did 
was to hire a boy, 15 years of age, 
to make planes in the store. Later 
he started working on gas-motored 
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models, thus attracting both the 
older and the young boys. On 
Saturdays this youngster works 
on planes, in the store, but quits 
when the others are flocking to 
and from the movies because the 
sight of him working would soon 
bring in a crowd and block up the 
store. Before starting the depart- 
ment I occasionally bought, on 
special order, equipment for some 
boys and was personally interested 
in building gas model planes. 
Since putting in this department 
I find the youngsters are friendlier 
toward me as we have something 
in common.” 


Front Location 


The model plane department is 
located in the front of the store, 
to the right of the entrance. “This 
corner had never been a very ac- 


tive one,” says Mr. Bromwell, “and 
by putting model planes there 
we keep the youngsters away from 
the cutlery case and other sections 
attracting adults.” This plan 
utilizes an otherwise slow part of 
the store, gives the youngsters a 
section they consider their own, 
and provides ample space for the 
boys to move about without inter- 
fering with adult customers. 
During the winter months some 
of the Omaha schools have regu- 
lar periods in which the pupils are 
permitted to work on hand proj- 
ects of various kinds. Many 
youngsters work on model planes 
during these periods and this has 
helped to swell the store’s volume 
of sales. Sales have also been in- 
creased as a result of the Omaha 
City Council setting aside a part 
of the municipal golf course from 
4 o'clock on Wednesdays and Sun- 


im tour Weeks 





The model plane department adjoins the housefurnishing section, 
a large part of the stock being kept in a case to avoid damage. 











days at which times model planes 
may be flown under supervision. 

When a youngster—or adult— 
has succeeded in building one type 
of plane he invariably wants to 
build another model. With this in 
mind, the firm offers a widely 
varied stock. While most of this 
stock is made up of kits and parts 
for flying models, the store han- 
dles 43 different solid models at 
10 cents. The stock also includes 
39 10-cent flying models, 22 dif- 
ferent flying models priced at 25 


cents and 12 different numbers 


listing at 50 cents. There are in 
stock six different flying models 
priced from $1.00 to $2.00 and 
gasoline motors selling at $10.00. 
$16.50 and $18.50. Sales of kits 
average from $4.00 to $5.00 every 
business day. 

Although his own interest in 
model planes, particularly gaso- 
line-powered models, has helped 
Mr. Bromwell to sell kits and 
plane parts and motors, he does 
not attempt to capitalize on that 
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GUNSHOT WOUNDS iN EUROPE'S 

SIXTEENTH AND SEVENTEENTH CENTURY, WERE 
TREATED BY MEDICANTS BE/NG APPLIED To 

THE FIREARM! (iN ADDITION TO OIRECT 
TREATMENT, BY THIS ACTION (T WAS BELIEVED 
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PLUMBING AND HEATING 
INDUSTRIES BUREAUS OF 
CHICAGO 1S A 
$. CURTAIN 
WITH WORDS ANO F 
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interest in his contact with boys 
seeking advice on the construction 
of models. While the model plane 
kits offered by the store are com- 
plete, in every detail, youngsters 
will sometimes use the wrong piece 
of wood in the wrong place, or 
will waste glue, paint or wing 
dope. For the benefit of these fans 
and those whose planes have 
crashed the store carries a wide 
selection of balsa wood, in differ- 
ent sizes and shapes, paint in 5- 
and 10-cent bottles, individual bot- 
tles of wing dope and a number 
of small parts. 

Mr. Bromwell organized the 
Dundee Gas Model Club, a group 
of gasoline-powered model plane 
enthusiasts who are temporarily 
meeting in his store. At meets 
sponsored by the North Omaha 
Gas Model Club, the Chapman 
store is advertised by a boy who 
wears a sweater donated by Mr. 
Bromwell. The front of the sweat- 
er bears the insignia of the Na- 
tional Aeronautical Association, 
while on the back is the name of 
the Chapman store. Similar 
sweaters are supplied to other 
bovs by other concerns, each firm 
being permitted to provide but 
one such outfit. 

Catering to the model plane en- 
thusiast pays dividends for as 
Mr. Bromwell says, “It doesn’t 
take long for interest in this hobby 
to spread because one kid tells 
another all about it.” Window 
displays, such as the one illus- 
trated, are used by the store to 
pep up sales in the model plane 
department and newspaper adver- 
tisements are inserted in a sec- 
tional newspaper from time to 
time. 

Like any other hobby appeal- 
ing to boys—and their fathers- 

model airplane departments are 
not only good will builders but 
profit makers when properly 
run. In making both friends and 
customers of the youngsters in his 
community Mr. Bromwell is build- 
ing the foundation for sales in 
years to come. While some of the 
young airplane builders may even- 
tually lose interest in their hobby 

the good will created by attention 
to their needs as model builders 
will make those youngsters better 
customers when they grow up and 
have their own homes. 
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Getting a Hearing 


A Minnesota appliance deale1 
instructs his house-to-house can- 
vassers to ring a doorbell and 
then turn their backs on the door. 








The idea is that if a housewife 
peers from a window to see who is 
calling, she sees only the man’s 
back, and her curiosity gets the 
better of her and she answers the 
door. If she saw the salesman’s 
face, she might suspect he was 
just a bell-ringer, and refuse to 


answer. 
+ * 


Flags for the Fourth 


The youngsters in a small town 
in Nebraska practically stampeded 
the local hadware store for several 
days preceding the Fourth of July 
last year. He advertised that he 
would give a free flag with every 
$2.00 purchase made at the store 
and disposed of more than 500 
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Others have used them to advantage 


Why not try them in your own store? 


which cost him only a few cents 
apiece purchased in large lots. 
But the extra sales made this ex- 
penditure look like a farthing. To 
tie up with his advertising the 
dealer also decorated his windows 
and the inside of the store with 
the flags. 


* * * 


Prospect List 


A Wisconsin dealer who wanted 
to do more rural business visited 
all creameries and dairies in his 
locality and got the names of all 
farmers receiving checks from 
such plants. The dealer called on 
the farmers the day following the 
receipt of their checks and was 
able to make many sales, because 


SURE, I'LL TAKE IT- FOR CASH 





the farmers had the cash. This 
dealer was able to call on about 
20 farmers each month with a 
gratifying increase in sales. 


Eye-Catcher 


To draw attention to his daily 
newspaper advertisement, and to 
keep people following it regularly. 
one merchant lists from eight to 






WHAT AN EYE CATCHER 


T- 
~~ 





ten of “Tonight’s Best Radio Pro 
grams,” in his copy. Time, name 
of program and station are in- 
cluded in the listing, which ap- 
pears in a balloon emanating from 
the mouth of a cheery bellhop 
whose uniform displays the name 
of the store on its arm. Because 
readers know the store’s advertise- 
ments remain on the same page- 
the comic page—night after night. 
many of them turn to it for their 
favorite radio program rather 
than page through the entire 
paper for the newspaper's radio 
program, the position of which is 
not constant. Merchant’s copy 
usually runs about two columns 
wide, by 5 inches deep. 
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Now’s she ‘Time “o Emphasize 


HE canning season brings 
many opportunities for 
promoting housewares in 


the store. Many regular items of 
merchandise are of special inter- 
est at this time and a few others 


such as fruit jars and canners 


come into their intensive selling 
season. Attractive displays of this 
merchandise, such as are shown 
on this page, can be developed. 
Since fruit jars have a very short 
season it is well to feature them 
prominently in both windows and 





Canning Goods Display 


Merchandise: Canners, fruit jars, jelly glasses, canning racks, jar 
caps and rubbers, pressure cookers, colanders, family scales, can 
openers, jar wrenches, preserving kettles, steam cookers, stools, fun- 
nels, kitchen cutlery, kitchen stools, measuring cups, sealing wax. 


Background: Panels of dark blue corrugated board with white cor- 
rugated board to cover the low background of the window. White 
cut out letters made of corrugated board used on each panel. 


Suggested Mass Displays: For tables—fruit jars, all kinds, enam- 
eled canners, family scales. For platforms—kitchen stools. 
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interior displays for sales must be 
made now if at all. 

Mass displays are easily con- 
structed from many items in can- 
ning goods due to the quantities 
carried in stock. Several sug- 
gested mass displays for tables 
and platforms are listed in the 
summary section at the left. 

An atmosphere of cleanliness 
must be created in the window and 
interior displays if these articles 
are to secure attention and sell 
readily. To accomplish this the 
blue and white color scheme listed 
on this page is suggested. A small 
steam cooker could be operated 
so that small quantities of steam 
would escape and attract attention. 
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ize | Canning and Outdoor Sports 





t be This is one way of getting action Brilliant colors should be used with green burlap material which 
in this display. in this display as suggested in the = makes a very satisfactory imita- 
— In the sporting goods window summary shown below. Mass dis- _ tion of grass. Several units of the 
— shown on this page the selling sug- _ play as listed should be developed HARDWARE AGE_ interchangeable 
its gestions emphasize the use of arti- —_ on platforms and tables. The floor _— display fixtures are used in both 
Hd cles for both week-ends and vaca- of this window can be covered — windows shown on these pages. 
vm tions. The major portion of the 
the display should be devoted to those 
items found to be most popular Sporting Goods Display 
— for week-ends in the community. a ‘ 
and Thi Il be ab a dis Merchandise: Croquet sets, horseshoes, badminton sets, indoor 
wri is will be about the last dis- baseballs and bats, tennis rackets, tennis balls, racket covers and 
icles play of the season for certain presses, golf clubs and bags, golf balls, baseball bats and balls, 
sell sporting goods articles and stocks gloves, outdoor grills, toasting forks, picnic baskets and paper 
the plates, vacuum bottles. 
r should be reduced so that carry- pa may 
ste : a 11, ackground: Dark yellow corrugated board panels. Space between 
mall overs will be as small as possible. panels covered with light green corrugated board. Cut out letters in 


ated 
eam 
ion. 
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To accomplish this, especially on 
some items in which changes in 
design might occur, some price 
concessions might be considered. 
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black. Tennis racket covers shown on background. 


Suggested Mass Displays: For tables—vacuum bottles or jugs, 
toasting forks. For platforms—croquet sets, golf bags, golf club 
sets. 
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at Virginia Beach, Va., June 1-3 






Left to right: 1—J. D. Stoddard, Cyclone Fence Co., Waukegan, Ill., receives the “tin cup 
for high gross score from retiring president J. S. Disston, Jr., Henry Disston & Sons Co., Inc 
2—Officers and directors of Eastern Hardware Golf Association. Back row—C. B. Waller, 
Underhill, Clinch & Co.; E. E. Baldwin, Corbin Screw Corp.; R. W. Chamberlain, Stanley 
Works; secretary-treasurer, H. L. Gilliam, Wood Shovel & Tool Co. Front row—Leo C. May, 
May Hardware Co. President Disston and E. W. Heymann, Edw. K. Tryon & Co., runmer-up for the tournament. 3- 
B. W. Wood, Wood Shovel & Tool Co. 4—E. T. Fraim, III, E. T. Fraim Lock Co.; vice-president, Peter Igoe, Igoe Bros., 
and newly elected president, Perley Chase, Chase, Parker & Co. 5—S. D. Allen, Henry Disston & Sons, Inc. 6—E. E 
Baldwin, Corbin Screw Corp.; E. C. Griswold and Chas. Kleinschmidt, National Carbon Co. 7—Wm. Steydler, Pitts- 


. burgh Steel Co. 8—A. D. Matthai, Jr., and Ed. Altmeier, with B. B. Wood, Wood Shovel & Tool Co., and Ed. S. Norvell, 


E. C. Atkins & Co., Inc. 9—Karl Zollner, Wickwire-Spencer Steel Co., and Wm. M. Stout, American Hardware Supply 
Co.; Leon A. Paine, Bigelow & Dowse Co.; vice-president, L. B. Jackson, Wickwire Bros.; Jim Jones, Jr., Decatur & Hop- 
kins Co.; Jos. T. Hughes, Union Fork & Hoe Co., and “Guess Who?” 





On Page 30 


Letf to right: 1—Robert Doti, Igoe Bros.; F. W. Berden, National Carbon Co.; D. D. Strite, New York Wire Cloth Co., and 
Frank F. Whittam, John Lucas & Co., Inc. 2—Jules Bersted, Cordage Sales Co., and Arthur May, May Hardware Co. 3- 
Harry J. Strugnell, Remington Arms Co., Inc. 4—William Brodesser and F. M. Willis, R. F. Willis & Bro., Inc; L. G 
Pratt, Samson Cordage Works, and Ed. J. Foley, Master Lock Co. 5—The Champ, J. Miller, Bethlehem Steel Co. 6— 
Gerald E. Cohalan, The Stanley Works, and Earle J. Van Buskirk, Landers, Frary & Clark. 7—Howard Jenkins, Nichol- 
son File Co.; S. G. Russell, Columbian Rope Co.; William Rave, Russell, Burdsall and Ward Bolt & Nut Co., and Lloyd 
Smith, Nicholson File Co. 8—Newly elected president, Perley Chase, Chase Parker & Co.; John Davey, Russell, Burd- 
sall and Ward Bolt & Nut Co.; R. W. Chamberlain and P. F. King, The Stanley Works. 9—Joseph Bright, Bright & Co.; 
H. C. Kenyon, Minnesota Mining & Mfg. Co., and John Hendricks, Cyclone Fence Co. 10—M. R. “Cy” Peck, The McKay 
Chain Co.; J. B. Coster, Bethlehem Steel Co., and E. W. Welty, Oliver Iron & Steel Co. 11—Keen F. Markey and 
Harold Cunningham, Ames Baldwin Wyoming Co.; John H. Wallace, Clemson Bros., Inc., and Joseph Kennedy, Bigelow 
& Dowse Co. 12—Fred Scholl, Long Island Hardware Co.; Merle L. Langel, Osborn Mfg. Co., and William Hansen, 
Hansen & York. 13—John H. Stauffer, Herr & Co.; R. C. Brenzier, American Chain and Cable Co., and Harry Moore 
Metal Sponge Sales Corp. 14—Chester Butts, Butts & Ordway, and Percy Jenkins, Wickwire-Spencer Steel Co. 15—Harold 
G. Snow, Decatur & Hopkins Co., Inc., and A. P. Hendricks, Hendricks & Howell. 16—Ed. L. Fenn, Millers Falls Co. and, 
Carl B. Waller, Underhill, Clinch & Co. 17—L. H. Weishar, Greer & Laing; N. D. Perine, Pennsylvania Lawn Mower 
Works, and Charles Ballinger, Landers, Frary & Clark. 18—Eugene Foley, Bayonne Steel Products Co., Inc.; Milt Harri- 
man, American Steel & Wire Co., and Charles Leinbach, Supplee-Biddle Hardware Co 
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The farm department, 
although given over 
largely to items of 
interest to farmers, 
also contains washing 
machines. Below is a 
contrast—the store as 
it appeared in 1926. 


OMEN do 85 per cent of 

the spending in this coun- 

try and more hardware 

stores than ever before are mak- 
ing a strong bid for feminine 
patronage. George & Hoyt of 
Grinnell, lowa—-a town of 5000 
-has appreciated this tendency 
and, as part of its plan to attract 
more women and improve cus- 
tomer circulation, had its store 
remodeled last October. The new 
arrangement has attracted women. 
Ray George, in commenting on 
the new layout, says, “We have 
recognized the ladies’ part in the 
buying more than we used to. Our 
store was formerly pretty much of 
a man’s store, so we have put in 
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many extra lines to attract women. 
While it is too early to make any 
really worth while comparisons as 
to the new layout’s effect on vol- 
ume, we have definitely established 
the fact that women like to shop 
in our remodeled store. 

“One result of the remodeling 
has been the tendency for most 
people to go clear to the back of 
the store whenever they enter it. 
The new layout with its fewer and 
wider aisles makes people feel more 
free to look around and makes 
them feel that they aren’t bother- 
Under the old ar- 
rangement, customers frequently 
got in one another’s way and in 
the way of the salesmen. They 


ing anyone. 


were always apologizing for being 
on the wrong side of the tables. 
Now there is no wrong side of the 
tables. 

“With our old layout we had to 
rotate displays in order to show 
everything, but now we can show 
practically our entire stock in the 
store at all times. People think 
we have taken on more merchan- 
dise but scientific planning merely 
permits us to show more merchan- 
dise than was previously displayed. 
We never thought we could put 
seven more tables in the store but 
when Hibbard, Spencer, Bartlett 
& Co., Chicago wholesale hard- 
ware distributors, remodeled the 
store they proved it could be done. 
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| More Women 


“The new layout separates de- 
partments of interest to men. 
women and farmers. The farm 
department is now in the back of 
the store, although it is not desig- 
nated as a farmers’ department. 
Putting it in that location has been 
a good sales puller because many 
farmers, who have always come 
through our rear door, now find 
themselves right in their own de- 
partment. We find that the di- 
vision into three sections has made 
the store more appealing to more 
people. We definitely know that 
the remodeling has helped increase 
the sale of bottle gas and coal 
ranges and many customers have 
commented on the fact that the 
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In 


Shop 
Our Store’ 


Part of the women’s 
section. Wall units 
are lighted, glass 
shelving is used where 
practical, the table 
displays are built up 
and price tags are in 
plain view. 


George &° Hoyt, Grinnell, lowa, has increased 


sales and trafic with novel arrangement 


separating interests of men, women and farmers 


lower wall displays make it possi- 
ble for them to reach all merchan- 
dise shown in the wall units. Sales 
of gift items for wedding showers 
and parties have also increased 
considerably since the changes 
were made.” 

Even in a town of 5000 popula- 
tion, there is keen competition to- 
day for the attention of women 
shoppers. Mr. George says, “We 


meet the prices of competitors on 
like qualities of merchandise when- 
ever we can. We are constantly 
seeking new and different things 
for our housewares department. 
As there are always new house- 
wares items coming out we have 
to continue taking on new mer- 
chandise in order to meet compe- 
tition.” 

The George & Hoyt store runs 
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advertisements on weekly specials 
nearly every week during spring, 
summer, fall and early winter 
and, save in quiet seasons, adver- 
tises in every issue of a local paper 
which is published twice a week. 
Some of the specials are selected 
by the firm while others are rec- 
ommended _ by whole- 
salers. 

The firm has done a good vol- 
ume on major appliances. Since 
the remodeling the sale of bottle 
gas ranges has shown a good in- 
crease. From 50 to 60 of these 


various 


IM PEARSON began issuing his 

own advertising circular matter 
last year for the Pearson Hardware 
Co., Oakland, Cal. Each of the cir- 
culars, which measure 6 by 81% in., 
is sent out with monthly statements 
and with all outgoing packages. In 
addition, a local butcher cooperates 
with Mr. Pearson by sending his 
circulars out with packages de- 
livered to his customers. The same 
butcher has sent out as many as 500 
of Jim Pearson's circulars with 
monthly statements. 

Store traffic has definitely been in- 
creased at Pearson’s since the cir- 
culars were first used last year. Mr. 
Pearson prepares his own copy and 
layouts and roughly sketches the 
type of illustrations he wants for the 
different sections, and has a com- 
mercial artist do the finished draw- 
ings. 

Brand names are given for some 
of the items while other parts of the 
copy refer to quality and types of 
merchandise rather than _ specific 
brands. Prices are omitted so that 
the brief copy on each item or line 
can be given over to physical de- 
scriptions of the various items. 

Mr. Pearson pays an artist $10.00 
for drawings and the cost of print- 
ing the circulars averages less than 
$7.75 per circular. When three 
circulars are printed at one time, in 
series, the printing cost per circular 
is less expensive. Mr. Pearson, 
whose store is located at 4014 Pied- 
mont Ave., Oakland, Cal., offers 
mats of these complete ads to other 
dealers for $1.50 per ad. The mats 
leave space for inclusion of store 
name and address. 

He suggests that dealers cooper- 
ate with other local hardware deal- 
ers in getting ads of the same type. 
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ranges are sold in the course of a 
year at an average price of $150. 
Cream separators constitute an- 
other active major item and from 
30 to 40 washing machines are 
sold each year at an average price 
of $55. In addition to this the 
firm also sells from 35 to 40 
refrigerators, averaging $115, an- 
nually. With the exception of the 
refrigerators, sales of major ap- 
pliances on time payment plans 
are financed by the store. 


Major appliances are always dis- 


played between the two front en- 


trances and usually consist of 
several different models of refriger- 
ators, washing machines or ranges. 
Stoves and ranges are also dis- 
played between the wall display of 
chinaware, table appliances and 
gift wares and one of the two rows 
of open top tables so that custom- 
ers looking at tableware are re- 


minded of cooking appliances and * 


vice versa. An _ extensive and 
varied line of major appliances is 


also displayed on a balcony over 


the farm department in the rear 
of the store. 


Builds Store Trathe with Special Advertising 





HOME SWEET HOME.. 


Sure, when things are ha 











CLOTHES BASKETS 
wash boards, first quality— 
west prices 





FORCE Cups, SNAKES 
and drain opener. Saves 
money, guards your health 


INSIDE DRIERS 
verious assortment 
clothes hampers 


Pearson Hardware 


Piedmont 1644 


CLOTHES DRIER 
for the yard. Gives 
years of service 





4014 Piedmont Avenue 
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WASH BOILERS 
kind 
last a lifetime. - 





CLOTHES PINS 
Cotton and Wire 
Lines 











IRONING BOARDS 
YOUR LOCAL HARDWARE STORE takes pride in 


selling first class mer . 
years of satisfactory en the kind that gives 
































Typical circular used by the Pearson Hardware Co., Oakland, Cal. 
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te nail, plain and utilitari- 
an in appearance, has a his- 
torical background of more 
than 3000 years of service. Ac- 
cording to a Biblical reference, 
nails, perhaps of iron, were used 
for construction as early as 1100 
B.C., and another reference in the 
Bible mentions the use of a nail 
for destruction—as a weapon em- 
ployed to kill a sleeping man. 

The history of nails in this 
country dates back to Colonial 
times when the manufacture of 
hand-forged iron nails was a home 
enterprise. Whole families engaged 
in making nails during long win- 
ter days when much outdoor work 

*Reprinted by special permission of 
Steel Facts, published by the American 
Iron and Steel Institute. 


was impossible, as well as in the 
evenings after the daily chores had 
been completed. 

“Nail rods,” from which hand- 
forged nails were made, were ob- 
tained from local merchants or 
iron-makers who slit them from 
flattened bars of iron into widths 
equal to the length of nail desired. 
The nail rods were heated red hot 
in the home over small forges, 
usually set in chimney corners, 
and then sheared in narrow pieces 
called nail blanks. The head of the 
nail was produced by placing the 
blank in a die or vice and striking 
it with a hammer. 

Each family returned its output 
of finished nails to the merchant 
supplying the nail rods, and pay- 
ment for the family’s labor was 


made in other goods handled by 
the merchant. 

This method of producing hand- 
made nails by hot forging was sup- 
planted by machines powerful 
enough to cut nails from unheated 
nail rod. The first of the cut nail 
machines was built in 1777 by 
Jeremiah Wilkinson, of Rhode 
Island. It proved so successful 
that within the next 50 years 
patents were issued on no less than 
120 nail-cutting machines, but only 
one of these was thoroughly prac- 
tical. 

Cut nails were in wide use dur- 
ing the 19th Century, and are still 
being produced. For many years. 
however, the tonnage of nails pro- 
duced from wire has exceeded the 
cut nail output by a wide margin. 
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In the past three years, the produc- 
tion of wire nails has averaged 
nearly half a million tons a year, 
or more than 20 times the annual 
output of cut nails. 

Wire nails were first manufac- 
tured in 1834 by a nail-maker in 
France. In 1850 the first wire nail 
machine was built in the United 
States. It proved a success and op- 
erated for 52 years before it was 
retired to a museum. Modern nail 
which nails 
from wire operate on the same 
basic principle characterizing the 
pioneer American machine. 


machines produce 


There are two general types of 
wire nail machines in use today, 
differing principally in the means 
used to drive the hammer which 
forms the nail head. In one type 
of machine the hammer is _pro- 
pelled by a powerful spring, while 
in the other type the hammer is 
operated by a crank shaft and con- 
necting rod. 


Modern Manufacturing 
Methods 


Before wire is fed to a nail ma- 
chine it is straightened by being 
drawn through a series of smooth 
rolls. From the rolls it enters the 
machine, not in a_ continuous 
movement but by a series of jerks. 
At each jerk, a length of wire 
roughly equivalent to the length 
of the nail to be produced is fed 
between two dies which clamp to- 
gether to form an anvil. 

Sufficient form the 
head of the nail is left projecting 
beyond the dies. The hammer then 
strikes the protruding metal with 
sufkicient force to flatten it against 
the anvil of the dies, thus forming 
the nail head. 

Nail machines may be adjusted 
to feed themselves with wire in 
several different lengths, so that 
each can produce a variety of nail 
sizes. Furthermore, the anvil faces 
of the dies can be countersunk in 


metal to 


various ways to produce special 
shaped heads, some of which are 
shown in the accompanying illus- 
tration. 

The nail is cut off from the 
length of wire by knives which at 
the same time point the nail. ‘The 
shape of the nail point and the 
final length of the nail are deter- 
mined by the shape and adjust- 
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ment of the knives. The nail is 
then expelled from the machine 
into a box beneath. 

Nails are cleaned and polished 
in machines called “tumblers,” 
revolving barrel - like containers 
which hold from 1000 to as much 
as 5000 pounds of nails. Clean 
sawdust is dumped into the tum- 
bler along with the nails in order 
to remove the oil and grease ac- 
cumulated as the nails were pro- 
duced. From 45 minutes to an hour 
in the revolving tumbler is re- 
quired to clean and polish the nails 
at the end of which time the saw- 
dust is sifted out and the nails are 
bright and clean. Nails on which 
a fine perfect point is required 
cannot be tumbled, so special care 
is required in their manufacture 
to prevent any deposit of oil or 
grease. 

The so-called “bright finish” 
produced by tumbling is only one 
of the finishes in which nails are 
furnished. Other finishes include 
galvanized, tinned, blued or “steril- 
ized,” and cement coated. 

Nails to be galvanized are first 
cleaned in tumblers and then fur- 
ther cleaned by immersion in acid. 
A coating of pure zinc is then ap- 
plied either by dipping the nails 
in molten zine or in tumblers. 

In the dipping process, the nails 
are placed in baskets and the bas- 
kets, mounted on a_ suspended 
track, are immersed in the hot 
zinc, maintained at a temperature 
of about 900° F. The baskets re- 
main in the bath of zine for three 
to five minutes and are then placed 
on vibrators in’ order to rid the 
nails of excess zinc. The nails are 
dumped into a separator which dis- 
entangles nails which have stuck 
together and from the separator 
they fall onto a conveyor which 
carries them past an inspector who 
removes defective nails. The con- 
veyor then moves the nails over 
a cylindrical magnetic coil which 
lifts the nails from the conveyor 
and, when the current is automati- 
cally cut off briefly, drops them 
into hoppers leading to the kegs 
in which they are packed. 


Galvanizing Large Nails 


To dip galvanize large nails, 
such as pole steps, spikes and roof- 
ing fasteners, racks are used in- 
stead of baskets. The racks have 


perforations into which the large 
nails are inserted, thereby keeping 
them apart while being galvanized 
and thus preventing sticking to- 
gether. 

Tumbler galvanizing is done in 
revolving drums which are gas 
heated. The zinc to be applied to 
the nails is in flake form, obtained 
by slowly pouring molten metal 
into cold water, and the drum is 
air tight to prevent oxidation or 
burning of the fine flakes. The 
elevated temperature and the close 
contact of the nails and flakes of 
metal, plus the action of sal am- 
moniac used as a flux, causes the 
metal to adhere to the surface of 
the nails. When the operation has 
been completed, the nails are 
dumped onto a conveyor, cooled 
in water and run over a magnetic 
separator. 

Tinning is accomplished in 
much the same way as tumbler 
galvanizing, except that tin in- 
stead of zinc is the metal applied. 
The time is shorter—7 minutes for 
tinning against 12 minutes for gal- 
vanizing, but in other respects the 
processes are very similar. 

Blued or sterilized nails are 
made for lathers and other skilled 
workers who are accustomed to 
use their mouths as reservoirs for 
nails. After tumbling to remove 
all grease and oil, the nails are 
placed in a_ revolving cylinder 
within a gas heated furnace. The 
temperature is raised to about 
500 deg. or 600 deg. F. and when 
the desired blue color has been 
reached, the nails are delivered to 
a second cylinder where they are 
cooled. The color results from 
a thin oxide coating formed as a 
result of the heat and contact with 
a controlled amount of air. The 
temperature is sufficient to destroy 
bacteria, and to preserve the nails 
in a sterile condition, they are 
packed in containers lined with 
sterilized paper. 


Cement Coated Nails 


So-called cement coated nails 
are used largely by box and trunk 
manufacturers because of their ex- 
treme resistance to pulling strains. 
They are coated with a mixture 
consisting chiefly of resin which 
which fuses slightly under the heat 
generated when the nails are 


(Continued on page 67) 
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“Immediately after stripping, the fibre is hung up to 


“The fibres which make Columbian rope are taken 7 
from Abaca trees of the Philippines. Great care is L E NY 4 Oo N dry. The quality is ruined if it is not dried at once or 
if it gets wet while drying. Columbian uses only the 
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“After the fibre is dried, but before it is baled, native workers cut off “Columbian is the only American rope company maintaining such 
the soiled tips, and clean it thoroughly, removing all the weak fibres. complete organization in the Islands. Columbian buyers are expert 
This is done so that every fibre in Columbian rope will be uniformly selecting the finest fibre. They see that Columbian gets the cream ° 


clean, strong and pliable.” the crop.” 


DLUMBIAN ROPE COMPANY 


uburn, ““The Cordage City’’, N. Y. 
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Carolina Dealers Against 
Fair Trade Law Repeal 


MAX WASHBURN 
New President 


ESOLUTIONS urging the con- 
tinuation of National Hard- 
ware Week, the condemnation of the 
use of hardware as premiums and 
expressing opposition to legislation 
now pending in Congress to repeal 
the Tydings-Miller law were adopt- 
ed at the thirty-fifth annual conven- 
tion of the Hardware Association of 
the Carolinas which was held at 
Wrightsville Beach, N. C., June 13, 
14 and 15. ; 

At the close of the session, marked 
by discussion on business develop- 
ments of the present day, the ap- 
proximately 300 delegates from all 
points in North and South Carolina 
elected officers for the ensuing year. 

Max Washburn, Shelby, N. C.. 
was elected president of the associa- 
tion, succeeding Harry L. Stewart, 
of Clinton, N. C. R. E. Barron, 
Rock Hill, S. C., was named first 
vice-president; P. B. Hendrix, Co- 
lumbia, S. C., second vice-president ; 
W. R. Harden, Graham, N. C., third 
vice-president; Arthur R. Craig, 
Charlotte, N. C., secretary-treasurer ; 
and C. B. Gladden, Charlotte. N. C.., 
assistant secretary. 

The feature address of the con- 
vention was a discussion on modern- 
day trends in business by Henry J. 
Allison, Glasgow-Allison Co., Char- 
lotte, who spoke on the opening day 
session on the topic, “Business 
Marches On.” 


Striking out at government com- 
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petition and what he termed “the 
ancient way of business,” Mr. Alli- 
son said, “If the businessman thinks 
that he will continue to follow the 
methods of yesterday’s business 
world he will soon find himself out 
of the picture.” Tracing the history 
of the hardware business, he said 
that the only way for business to 
survive today is to meet the trends 
of the times. 

“Business is confronted with com- 
petition on all sides, even from the 
government,” he said in outlining 
the changes in conditions in the past 
several years. 

Mr. Stewart followed the opening 
address with a talk on “Selling 
Hardware,” in which he came down 
to facts and related how he turned 
in sales at his store at Clinton, N. C. 

The fair trade laws came in for a 
heaped-on bit of praise from Fred- 
erick O. Bowman, executive secre- 
tary of the North Carolina Pharma- 
ceutical Association, who addressed 
the body as a guest speaker. De- 
claring that these laws were as much 
benefit to the consumer as to the 
merchant, Mr. Bowman lashed out 
at cut-throat price slashing and said 


HARRY L. STEWART 
Retiring President 


ARTHUR R. CRAIG 
Secretary-Treasurer 


that under the laws that on an aver- 
age “prices on all merchandise were 
lower.” 

In upholding competition in busi- 
ness, Mr. Bowman said that there 
could also be “a thing called fair 
trade in merchandising and compe- 
tition. 

“When a merchant cuts his prices 
below cost on one thing, you may 
well know that he will make it up 
somewhere else and in the long run 
the consumer will not draw any 
benefit,” he declared. 

Lawrence ‘Kiefer, of Washington, 
D. C., representative of the National 
Paint, Varnish and Lacquer Asso- 
ciation, pinch-hitting for Ernest T. 
Trigg, president of the national as- 
sociation, spoke on the second day’s 
session on “Modern Paint Selling,” 
and acquainted the hardware deal- 
ers with sales methods and how to 
apply them to their daily trade. 

Two interesting discussions on 
selling retail hardware were led by 
Wilfred D. Galpin, supervisor of 
sales education merchandising sec- 
tion of the General Electric Co., 
Cleveland, Ohio, and Horace P. Aik- 
man, of Cazenovia, N. Y., vice-presi- 
dent of the Nationa] Retail Hard- 
ware Association. 

“Selling Implements in the Hard- 
ware Store” was the subject of an 
address by Grant Wright, general 
secretary, Eastern Federation of 

(Continued on page 51) 
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LETTERS 
to the K.ditor 


GLF competition and the “Buy American” 






idea attract the attention of readers 


Co-ops 


CorTLanpD, N. Y.—I am much 
interested in your comment “Co- 
op Story” in your May 4, 1939, 
issue. I am only about 20 miles 
from Ithaca and know a great 
deal about GLF competition to 
hardware dealers and also to feed 
dealers. I also know that they 
work “hand in glove” with Cor- 
nell University whose School of 
Agriculture is Supported by taxes 
collected from all types of busi- 
ness except the GLF type. I am 
well aware that when they cannot 
recommend the co-op, because 
their lines are relatively small, they 
do recommend the chain and mail 
order houses. They teach students 
that the price in the mail order 
catalog is the established price and 
anyone asking more is seeking 
more “velvet.” Incidentally, the 
power behind the throne of GLF 
is a trustee of Cornell University 
and at present temporary presi- 
dent of that board. Not only do 
co-ops have an inside track in tax 
exemptions but they also have an 
inside track on buying. I once 
tried to sell the “local Spray- 
Rings” their supplies. GLF quoted 
a price several cents a pound less 
than my cost. The quantity in- 
volved was several tons. 

I agree that it is time that we 
independents force the issue of tax 
exemptions for co-ops, but I also 
think there is another matter that 
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needs attention. | wonder if this 
raise in the price of lead was 
necessary. Evidently some manu- 
facturer thought not and supplied 
them at a lower price. Our cost 
in one-pound packages was in- 
creased from 17 to 22 cents from 
1937 to 1938 and the four-pound 
size from 12 to 13 cents. I be- 
lieve all jobbers made this same 
increase. And at the same time 
GLF lowered their price. Why 
can’t our jobbers put us in line on 
these major and competitive items. 
Early in the depression one 
jobber, and later several others, 
went after Sears on the tool line. 
Today we can meet their prices. 
This has proved that the combined 
buying of the independents is as 
great as the chains but we are con- 
tinually being undersold on some 
items. Ward and Sears have sold 
nails for 34% cents per pound 
locally. Nails are made in our 
city, but this price is our cost. 
Two years ago GLF sold barb 
wire for 10 cents less per 80-rod 
spool than our cost. Last year 
their price was about 25 cents 
above cur cost but we went out of 
the barb wire business the year 
before. Unless someone puts the 
independent in a position to com- 
pete with co-ops and chains it 
seems as the manufacturers will 
lose that part of their market. 


GLENN W. BENNETT 
Bennett Hardware Co. 


“Buy American” 


NorFro._k, VA.—The writer has 
read the two letters and your edi- 
torial on “Buy American” in your 
issue of May 18, 1939. 

A few years ago we decided to 
buy and sell American-made goods 
only. We immediately disposed of 
the foreign goods in stock and, 
incidentally, we had quite a bit of 
foreign-made goods. At first we 
were a little skeptical because 
American goods were a great deal 
better and a little higher in price. 
Our trade demanded price above 
quality but we put our efforts be- 
hind the idea of increasing jobs 
for our unemployed citizens and 
at the same time sold better mer 
chandise. As we mentioned be- 
fore at first the prices were slight- 
ly higher but now we are able to 
sell American-made goods exclu- 
sively at the same prices that we 
sold cheaper made foreign goods. 

We are writing this letter be- 
cause we know that there must be 
many dealers who want to han- 
dle American goods instead of 
foreign but are afraid to try. We 
have been very successful and be- 
lieve that if we who call ourselves 
Americans would buy American 
exclusively we would soon look at 
the word unemployment as very 
ancient. 

Sam A. WaRANCH 
Waranch Hardware & 
Paint Co. 
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EAT waves rise up from the concrete highway 

H and although the sun is low in the west it 

seems to retain plenty of glare. It is 6 

o'clock on the afternoon of June 19 and John Falkner 

and Joseph Smithers, partners in the retail hardware 

firm of Falkner & Smithers are seated in a sedan that 

is putting the miles behind it. They are en route to 

visit a farmer-prospect who lives about 15 miles out 
of town. 


FALKNER: Five miles more and we're there and 
we sure deserve to sell him something on a day like 
this. Don’t tell me that being on the job isn’t the 
sixth guide to profits. 


SMITHERS: What do you mean . . . sixth guide 
to profits? What are the other five? 


FALKNER: Well, you wouldn't know for you were 
out of town over the week-end. Read about it in 
Harpware AGE tonight. There’s an article in the 
June 15 issue with the title “Five Guides to Profits.” 
It tells you how to keep your eyes open and how to 
interpret profit and loss, inventory, total cash, ac- 
counts receivable and accounts payable. They hap- 
pen to be the five guides. It’s worth reading. Better 
look it over when you get back. 


SMITHERS: John, to hear you talk you'd think 
that the only thing I ever read was the newspaper. 
Matter of fact that was about the only article in that 
issue I missed. And I missed it on purpose because 
I wanted plenty of time to read it so that things 
would sink in a bit. For instance, that article about 
W. B. Arnold up in Waterville, Me., impressed me 
enough to make me want to get into a huddle with 
you and discuss remodeling the store. 


FALKNER: Joe, you've said something. It’s an 
idea I’ve had for a long time. Remember how Arnold 
rearranged his stock so that every department and 
item stood out? That’s what we want to do. You 
can't even see some of the things we are supposed 
to sell. We've been in business almost 25 years and 
it would be a good thing if we could tie up our 
silver anniversary with an up-to-date place of 
business. 


SMITHERS: Well, Pettee’s out in Oklahoma City 
did a job when its golden jubilee came around. Of 
course, we don’t happen to be in their class when it 
comes to size but we do carry plenty of prestige on 
our own account in our own town. That article 
about Pettee’s in HARDWARE AGE contained plenty of 
good ideas as to how they arranged things and how 
they got publicity. Guess we can follow in their foot- 
steps and get some real results for ourselves. You 
know it’s a mistake not to take ideas where you find 
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them. That’s why I read that paper. It has plenty 
of them. 


FALKNER: Sometimes | think that we hardware 
dealers don’t go far enough. We remodel our stores, 
pep up our stocks, advertise and do the regular run 
of the mine things and miss a real bet that’s lying 
right under our noses. 


SMITHERS: What do you mean, miss a bet? 
FALKNER: You missed it yourself. I mean that 


one page of pictures about there being hardware 
profits in home remodeling and slum clearance. We 
have a couple of pretty unsightly looking blocks in 
our own town that resemble slums. If someone 
could get the Town Council working on it we might 
have some remodeled houses there. It would help 
us and it certainly would help the town. Every de- 
cent house means a market for hardware sales. Every 
tumble-down shack represents a profit that might 
have been but isn’t. Get the idea? 


SMITHERS: | get it without a struggle. Might be 
a good idea if we write a letter to the mayor about it 
and mention it to some of the members of the Coun- 
cil. Won’t do any harm and it might get some action. 


FALKNER: I notice that same issue had another 
two pages of builders’ hardware samplerooms. Sort 
of makes you feel ashamed of the place in which we 
receive our builders’ hardware prospects. Might be 
a thought to have a sample room of our own when 
we start remodeling. We have the space for one and 
it certainly would add a lot of tone to the store. 
Well, we'll turn off the main road in about half a 
mile. Gosh, that’s some color in the west. Looks as 
though a battle’s going on there. Wonder if we'll 
get through the summer without war? 


SMITHERS: Well, if we don’t it won't be the fault 
of this country. Say, did you read that article on 
“American Business Does Not Seek War?” 


FALKNER: Yes, and it certainly hit the nail on 
the head. Makes me tired the way everybody says 
that American business wants war. Good heavens! 
Frank Jackson lost his son in 1918 and his business 
didn’t get straightened out for the next five years. 
And there were plenty of others just like him. If 
people would start thinking that our business men 
were just folks like themselves and stop regarding 
them as ogres it would be a lot better for everyone. 

SMITHERS: Truest words you ever spoke. Well, 
here’s where we turn off. 

The car turns off onto a dirt road and rolls off in 
the direction of a group of farm buildings about a 


quarter of a mile away. —G6.MS. 
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2 2 a a, ee (Grainy bests ov ? ’ | ware, furniture and all non-porous surfaces. Address AVERY 
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WHOLESALERS AND DEALERS MUST 
RECORD ALL SALES OF FIREARMS 


Federal Firearms Act requires complete data be 


kept on acquisition and sale. 


Manufacturers 


offer suggestions to aid in handling records. 


Effective June 1 under the 
Federal Firearms Act, it became 
mandatory for all sellers of fire- 
arms to keep records of the ac- 
quisition and sale of firearms. 
Those portions of the act relat- 
ing to record-keeping read: 

“Dealers—Each licensed dealer 
shall maintain complete and ade- 
quate records of all firearms ac- 
quired or disposed of in the 
course of his business. The rec- 
ords shall show and include: 

“(1) The number of firearms 
of each type, together with a 
full and adequate description 
thereof, including the serial num- 
bers if such weapons are num- 
bered; 

“(2) The name and address 
of each person from whom fire- 
arms are acquired, and the date 
of acquisition; 

“(3) The disposition made of 
the firearms, including the name 
and principal address of each 
transferee, the address to which 
delivered, and date of disposition. 

“The records prescribed by this 
section shall be in permanent 
form and shall be retained for 
a period of not less than six 
years from the date of the trans- 
actions to which the records re- 
late. Such records must be held 
available for inspection during 
business hours by any authorized 
officer or agent of the United 
States engaged in the perform- 
ance of his duties under the act.” 

The term “firearm” means (1) 
any weapon, by whatever name 
known, which is designed to ex- 
pel a projectile or projectiles by 
action of an explosive, (2) any 
part or parts of such weapon, 
and (3) a firearm muffler or fire- 
arm silencer. 

The term “ammunition” in- 
cludes all ammunition for fire- 
arms, including cartridge cases, 
primers, bullets, and propellent 
powder, but does not include .22- 
caliber rim-fire ammunition. 

The term “dealer” means any 
person engaged in the business 
of selling firearms or ammunition 
at wholesale or retail, or any 
person engaged in the business 
of repairing such firearms or 
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manufacturing or fitting special 
barrels, stocks, trigger mech- 
anisms, or breech mechanisms to 
firearms. 

W. T. Birney, sales manager 
for the Winchester Repeating 
Arms Co., New Haven, Conn., in 
advising its distributors of these 
regulations also suggested means 
by which dealers could facilitate 


the handling of these records. 
We quote from Mr. Birney’s 
letter: 

“Winchester arms are all 


packed in individual cardboard 
container and each carton bears 
on the end the serial number of 
the gun packed therein. When 
guns are shipped in full case lots, 
a sheet is pasted on the end of 
the case with a list of the gun 
numbers in the case, and on the 
other end is stencilled a case 
number. With this arrangement 
it is never necessary to open 
either carton or case to secure 
the gun numbers. 

“Let us suggest as a means of 
convenience, and saving in time, 
that you keep a record of each 
shipment as received, listing in- 
voice date, description of guns, 
and a list of the serial numbers 
which will appear on our invoice 
to you, and also if any full cases, 
the case number appearing on 
the label end. If you do this you 
can determine immediately the 
date of factory shipment of any 
gun reported as shipped by your 
warehouse man, and in the in- 
stance of shipment of full case 
as received from the factory, you 
will need only the case number, 
and so avoid the copying of all 
the serial numbers. 

“You may have in your stock 
full cases of guns shipped to you 
before we began pasting the 
numbers on the outside. If so 
and if you will give us the case 
number, we probably will be able 
to give you the serial numbers 
and save you the labor and trou- 
ble of unpacking and repacking.” 

George E. Pinckney, arms sales 
manager for the Remington Arms 
Co., Inc., in informing his com- 
pany’s distributors of the regu- 
lations for keeping records, 


/ 


writes: “Every Remington or 
Parker firearm is stamped with 
a serial number. This serial 
number is shown on the end of 
the individual carton in which 
that particular firearm is packed. 
To assist you in keeping the re- 
quired records we will, begin- 
ning June 1, send you attached 
to the invoice a list of the serial 
numbers of the arms included in 
each full case. However, the serial 
numbers of arms shipped in less 
than full case lots will be typed 
on the invoice itself. These in- 
voices may be filed by you as 
your record of Remington fire- 
arms received from us. 

“As previously stated, it will 
be necessary for you to keep a 
record of firearms that you sell. 
To do this, we suggest that you 
keep a book, allotting a page for 
each model, and list thereon in 
proper sequence the serial num- 
ber of such models as you take 
into your stock. Then when sold 
you can simply note alongside of 
the number the name and ad- 
dress of the purchaser and date 
of shipment. Or if you prefer, 
you can use a card record—one 
card for each arm, filing it by 
model in numerical order, but 
this method will take up more 
space than the book record sug- 
gested. 

“It is also suggested that you 
establish the practice of showing 
on all copies of invoices to your 
customers the serial numbers of 
Remington firearms covered by 
each invoice. These numbers can 
be obtained quite readily from 
the end of the individual carton 
without unpacking or without 
disturbing the contents in any 
manner whatever.” 


NEW MANAGER FOR 
AUSTRALIAN FIRM 


Percy Clifton-Jones has been 
appointed general manager for 
John Danks & Son, 391-403 
Bourke St., Melbourne, Australia, 
succeeding Leonard J. Anderson, 
who is retiring after 57 years of 
service. Mr. Anderson continues 
as a director of the firm. Mr. 
Clifton-Jones was formerly assis- 
tant manager. 











ALLSTON SALES MANAGER 
FOR KEYSTONE BRASS 
Samuel H. Alston has been ap 
pointed in charge of sales and 
advertising for the Keystone 





S. H. ALLSTON 


Brass & Rubber Co. 811-15 
Chestnut St., Philadelphia. Mr. 
Allston comes to Keystone from 
Hart & Crouse Corp., Utica, N. 
Y., where he occupied a similar 
position for the past five years. 
Previously he was associated 
with the International Heater 
Co., Utica. 


ROLLS RAZOR APPOINTS 
NEW REGIONAL MANAGER 


Rolls Razor, Inc., 305 E. 45 St.. 
New York City, has announced 
the appointment of Frank P 
Redmond as regional manager in 
the following territory: Indiana. 
Illinois, Kansas, Michigan, Min- 


FOR NEW JERSEY ZINC 


Marshall L. Havey has been 
elected a vice-president of the 
New Jersey Zinc Co., New York 
City. Ralph M. Neumann has 
been appointed general sales 
manager, continuing as manager 
of the pigment division of the 
New Jersey Zinc Sales Co. Ar 
thur E. Mervine has been ap 
pointed assistant general sales 
manager and continues as man 
ager of the metal division of the 
Sales company. 
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PROGRAM HIGHLIGHTS ANNOUNCED 


FOR 40TH CONGRESS OF NRHA 


Leaders in various fields to address hardware 


dealers at Cincinnati, July 17 to 21. 


Extensive 


entertainment and sports program is planned. 


When retailer dealers convene 
for the 40th annual congress, 
July 17 to 21, of The National 
Retail Hardware Association at 
the Netherland Plaza Hotel in 
Cincinnati, Ohio, they will find a 
program designed to instruct and 
to entertain. While business 
speeches have been banned, as- 
sociation leaders of other fields 
and national authorities will give 
the dealers interesting sidelights 
on activities in their respective 
fields. 

William J. Cheyney, vice-presi- 
dent, National Retail Furniture 
Association, will discuss the “Di- 
version of Retail Sales.” “The 
Free Enterprise System Analyzed” 
is the subject of Dr. Alfred P. 
Haake, managing director of the 
National Association of Furniture 
Manufacturers. Gerrit Vander 
Hooning, president of the Na: 
tional Association of Retail Gro- 
cers will address the convention 
on the “Trade Independent Cam- 
paign.” Dr. Harold G. Moulton, 
Brookings Institution, Washing- 
ton, D. C., will discuss, “Eco- 
nomic Conditions” and John J. 
Wicker, Jr., Richmond, Va., at- 
torney, has for his topic “Trade 
Associations and the Law.” Con- 
sumer cooperatives will come in 
the spotlight in the address of 
Arthur B. Gunnarson, manager, 
Domestic Distribution Depart- 
ment, Chamber of Commerce of 
the United States, speaking on 





The Netherland Plaza Hotel, 
Cincinnati, headquarters for 
the NRHA convention. 
JUNE 
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“The Competition of Consumer 
Cooperatives.” 

Dealers will also have an op- 
portunity to learn about hard- 
ware business building in small 
and large cities. Frank H. Spink 
will address them on this subject 
from the point-of-view of metro- 
politan dealers. Veach C. Redd, 
oresident of the NRHA will speak 
on “Today’s Opportunities” and 
Horace P. Aikman, vice-president, 
will have as his subject, “Our 
Association.” 

The ladies will find as much to 


interest them, for a round of 
sightseeing tours, parties, and 
dinners have been arranged. 


There will be a reception in 
honor of Mrs. Veach C. Redd, 
an “Over the Rhine Party,” and 
an informal dinner-dance. A visit 
to historical Taft Museum is 
planned as well as to the Rock- 
wood Potteries where souvenirs 
will be given to all making the 
trip. One of the entertainment 
high spots will be a ride on the 
Ohio, a river famed in song. Eden 
Park Conservatory and the fa- 
mous Cincinnati Zoo are also on 
the program, and of course there 
will be golf for the men. The 
last day of the congress will fea- 
ture an old-fashioned picnic with 
the Cincinnati Hardware Club as 
hosts. Baseball, golf, and other 
games and a picnic lunch will 
be the order of the day. 

As points of general informa- 
tion to delegates, registration and 
information desks will be located 
in the lounge on the fourth floor 
of the Netherland Plaza Hotel. 
All business sessions will be held 
in the Hall of Mirrors on the 
fourth floor. All special com- 
mittee rooms will be on the same 
floor. Meeting rooms and restau- 
rants are air-conditioned. Ses- 
sions of the officers’ council, com- 
posed of the NRHA board of 
governors and president, vice- 
presidents and secretaries of af- 
filiated associations will be ex- 
ecutive. All sessions will open 
with community singing under 
the leadership of Chailes A. 
Klusmeyer, Cincinnati. 








F. F. HICKEY 


NEW VICE-PRESIDENT 
FOR SAVAGE ARMS 


Savage Arms Corp., Utica, N. 
Y., manufacturer of Savage, Stev- 
ens, and Fox sporting arms has 
announced that Frederick F. 
Hickey has been made a vice- 
president. 

Mr. Hickey from 1908 to 1915 
was associated with the J. Stev- 
ens Arms Co. of Chicopee Falls, 
Mass. From 1915 to 1920 he was 
assistant general superintendent 
of the New England Westing- 
house manufacturer of 
Browning machine guns for the 
United States. He was appointed 
works manager of the J. Stevens 
Arms Co. division of Savage 
Arms Corp. in 1921 and six years 
later was appointed general man- 
ager of the Savage corporation 
at Utica. Since 1936 he has 
been and continues now, as a 
member of the board of directors 
of the Savage Arms Corp. 


Co., 


BOB CRUISE AT HOME; 
INJURED IN ACCIDENT 


R. M. Cruise, New York man- 
ager for the Corbin Screw Corp. 
and Corbin Cabinet Lock Co., is 
confined to his home, Bucking- 
ham Apartments, Buckingham 
Rd., Scarsdale, N. Y., recuper- 
ating from injuries sustained in 
an accident. Mr. Cruise was re- 
pairing his auto in front of his 
home, when a second car coming 
around the corner, knocked him 
down and dragged him along se- 
veral feet. He suffered a broken 
leg and other injuries. 











E. W. WARD HEADS SALES 
FOR CELLULOID CORP. 


Edward W. Ward has been ap 
pointed general sales manager 
for the Celluloid Corp., 10 E. 40 
St., New York City. For the 
past two and one half years he 
was assistant general sales man 
ager and previously Chicago 
branch head and director of sales 
of two of the company’s seven 
divisions. 

Mr. Ward succeeds George H 
Boehmer, who is retiring June 
30, after 30 years’ association 
with the company. 


DeLO HEADS CONTINENTAL 
PROMOTION-ADVERTISING 


Joseph DeLo has been ap 
pointed sales promotion manager 
and advertising manager of the 
Continental Steel Corp., Kokomo, 
Ind. Though only 34 years old, 
Mr. DeLo has been with Conti- 
nental since 1932. Formerly as 
sistant advertising manager, he 
was especially active in develop 
ing dealers and in sales promo- 
tion in the farm field. Previous 





JOSEPH A. DeLO 


to 1932, he was engaged in news 
paper work in Kokomo and else- 
where in the Middle West as edi- 
tor and advertising manager. 


SHEFFIELD CLARK & CO. 
NAMES NEW AGENT 


Chapman Anderson, Jr., has 
been appointed southwestern rep- 
resentative for Sheffield Clark & 
Co., manufacturers’ representa 
tive, Nashville, Tenn. 
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Executives of Gales Products and its parent company, the Outboard, Marine 














and Mfg. Co.: 


S. F. Briggs, chairman of the board, Outboard company; J. Stern, Outboard executive vice- 
president, L. H. D. Baker, sales manager, Gale Products, and C. P. Rossberg, manager, Gale 
Products and secretary-treasurer, Outboard, Marine and Mfg. Co. 


CITY-WIDE OPEN HOUSE MARKS 
OPENING OF NEW GALE PLANT | eration the most modern produc- 


of the year we had put into op- 


tion lines known to the industry 


On Tuesday, June 6, more than; pany’s refrigeration and air con- | with the latest developments in 


i,000 citizens of Galesburg, IIl.. 


official wel- 


participated in an 
come to Gale Products and its 
new plant. Visitors, including 


dealers from various parts of the 
country inspected the plant, which 
according to C. P. Rossberg, is 
the and modern 
structure devoted exclusively to 
the manufacture of household 
and commercial refrigeration and 


newest most 


space coolers. 

The home of Gale Products in 
cludes a new, modern brick and 
steel building of 50,000 sq. ft. 
of space, arranged 
equipped for economical 
sion manufacture, in addition to 
the original structure completed 
about a year and a half ago, a 


floor 
preci- 


and | 


ditioning products. This division, | 


known as Gale Products, is a 
complete unit with its own engi- 
neering, production and_ sales 
departments. Ground for our 
new brick and steel plant was 
broken in October. By the first 








! 


Automatic Washer Company 


equipment, machinery and assem- 
bly line procedure. Today these 
lines are in complete operation 


|}on the new Gale refrigerators, 
space coolers and commercial 
compressors and condensing 
units.” 


Absorbs Prima Mfg. Corp. 


Purchase of the inventory, jigs, | 
tools, dies, good-will, trademarks | 


and patents of the Prima Manu- 
facturing Corp., Sidney, Ohio, has 


| been announced by the Automatic 


total of 80,000 sq. ft. of up-to- 
date plant facilities. 

In the evening at the Gales- 
burg club, officials of the com- 
pany and visitors from out-of- | 
town were entertained at dinner 
by the Galesburg Chamber of 
Commerce, following which an 
informal program was given. 


Approximately two hundred at- 
tended the dinner. Attending at 
the meeting were Ralph Haw- 
thorne, president of the Chamber: 
toastmaster Ralph F. Carley. 
chairman of the Chamber’s in- 
dustrial committee; C. P. Ross- 


berg, manager of Gale Products: | 
L. H. D. Baker, sales executive. | 


and many other visitors and par- 
ent company officials. Among 
the latter, as hosts, were S. F. 


Briggs, chairman of the board of | 


Outboard, Marine and Mfg. Co.: 
J. Stern, executive vice-president : 
P. A. Tanner, and J. Rayniak, 
vice-president, with 
the Johnson Motors Division. 
“The parent organization, Out- 
board, Marine and Mfg. Co., de- 
cided last year,” said Mr. Ross- 
berg, “to form a new and separ- 
ate division to handle the rapidly 
growing demand for the com- 


associated 
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Washer Company, W. Neal Gal- 


lagher, president. The transfer 
marks the merging of the re- 


sources of two pioneer companies 

in the home laundering equip- 

ment manufacturing industry. 
“The the 


purchase amplifies 


Automatic household washer line | 


by giving us the right to mannu- 
facture special-design 
and also Spin-Dry centrifugal ex- 
tractors, both of which have been 
exclusive Prima features,” said a 
by Mr. Gal- 


statement issued 


lagher. 





W. NEAL GALLAGHER 


wringers | ,,. : 
| Patsburgh Retail Hardware <As- 


| office 


“Work of moving all materials 
from Sidney to Newton has be- 


gun. Servicing of Prima dealers 
will start as quickly as parts 


manufacturing can be started in 
the Newton plant. We will go 
into production on our new line 
of extractor-type washers at the 
earliest opportunity.” 


OTTO KOSSLER HEADS 
PITTSBURGH ASSN. 
New officers elected by The 
sociation at its recent meeting 
are: Otto Kossler, president; 
Earl Monroe, vice-president; 
Jack Walmer, and 
George Hoburg, treasurer. The 
new officers will be inducted into 
at the Annual Hardware 
Jubilee at the Wildwood Country 

Club on June 29. 

Retiring president, Walter 
Whitehead, was presented with a 
fishing rod set by retiring vice- 
president Frank Hegner on be- 
half of the association. 


secretary, 


BARNER IN CLEVELAND 
FOR WRIGHT MFG. DIV. 


C. E. Barner has joined the 
Wright Mfg. Division of the 
American Chain & Cable Co., 
Inc., Bridgeport, Conn., as dis- 
trict sales manager with head- 
quarters in Cleveland, Ohio. 

















GARDEN TOOL MANUFAC- 
TURE EXPLAINED TO 
DEALERS 


At the June 12th meeting of 
the Central New York Retail 
Hardware Assn. at Drumlin’s, 
Syracuse, N. Y., J. S. Nicholas, 
vice-president The Union Fork & 
Hoe Co., Columbus, Ohio, dis- 
cussed the manufacturer of gar- 
den tools, commonly called “steel 
goods.” About 30 dealers were 
present at the meeting over which 
Franklin I. Greene, president, 
presided. 

Mr. Nicholas told of the method 


| of manufacture, the selection of 


proper steel, quality of timber 
for handles, and styles required 
for various markets. He also re- 
viewed the development of steel 
tools from early times and 
discussed the trend toward 
streamlining and colored handles. 
He also spoke on methods of re- 
tail display and the possibility of 
increased sales through garden 
clubs, ete. 


NUTMEGGERS JUNE JUBILEE 
AND GOLF PARTY 


On Wednesday, June 14, about 
60 hardware dealers and Nutmeg- 
gers gathered at the Indian Hill 
Country Club, Newington, Conn., 
for the annual June Jubilee of 
The Nutmeggers. Golf, cards, 
and dinner were the order of the 
day. 

Felix B. Atwood, Osborn Mfg. 
Co., won the kickers’ handicap. 
Runners-up in the four-way tie 
for second were G. E. Swanson, 
Corbin Cabinet Lock Co.; E. B. 
Wharton, Sinclair Refining Co.; 
R. L. Rose, Benj. Moore & Co., 
and T. L. Lowerre, American 
Steel & Wire Co.; low gross, 
P. B. Rialle, Milton Mfg. Co., 
and W. C. Goodwin. 

Guests at the party were Harry 
Marks, Ansonia, Conn., president 
of the Connecticut Hardware As- 
sociation; A. D. Morgan, Eagle- 
Picher Sale Co., representing the 
Connecticut Paint Salesmen’s 
Club, and R. S. Wild, Harpware 
AGE, representing The Hardware 
Boosters of New York. In the 
absence of President Knapp of 
The Nutmeggers, Roland H. Os- 
good, The Patterson-Sargent Co., 
vice-president, presided. William 
M. McCombs, The Patterson- 
Sargent Co., was chairman of the 
entertainment committee. On the 
committee were G. W. Graham, 
The Collins Co.; R. C. Joyce. 
American Steel & Wire Co.; E. 
J. Bolduc, Jr.. Wickwire Spencer 
Steel Co., and C. F. O’Brien, 
Bethlehem Steel Co. 

The Nutmeggers will hold their 
annual fall golf meet with the 
hardware dealers at the Avon 
Country Club, Wednesday, Sept. 
13. 


HARDWARE AGE 

















TO 


ting of 
Retail 
umlin’s, 
icholas, 
Fork & 
10, dis- 
of gar- 
1 “steel 
‘Ss were 
r which 
esident, 


method 
tion of 
timber 
quired 
also re- 
»f steel 
s and 
toward 
andles. 
; of re- 
ility of 
garden 


[BILEE 
r 


, about 
jutmeg- 
an Hill 

Conn., 
ilee of 

cards, 
- of the 


n Mfg. 
ndicap. 
vay tie 
wanson, 
. E. B. 
g Co.; 
& Co., 
nerican 
gross, 


a: Ce, 


- Harry 
esident 
are As- 
Eagle- 
ing the 
-smen’s 
2DW ARE 
rdware 
In the 
app of 
H. Os- 
nt Co., 
Villiam 
itterson- 
of the 
On the 
raham, 
Joyce. 
20.3 E. 
ypencer 
Brien, 


id their 
ith the 

Avon 
, Sept. 


AGE 











JUNE 


H. S. OPPENHEIM APPOINTED SALES MANAGER 


W. C. HELLER & CO., INC.—E. S. TAYLOR RETIRES 


On June 1, 1939, Herbert S. | 


Oppenheim was appointed sales 
manager for W. C. Heller & Co., 
Inc., Montpelier, Ohio, manufac- 





HERBERT S. OPPENHEIM 


turer of store fixtures, display 
equipment, etc., for modernizing 
retail hardware stores. Mr. Op- 
penheim has been connected with 
the Heller organization for the 


| work in the eastern half of the 
| country. 

| Coincident with this announce- 
| ment comes word of the retire- 
| ment of E. S. Taylor, vice-presi- 
| dent of the firm following 33 
| years association as an executive 
| of the business. He plans an in- 
definite vacation for fishing, loaf- 


self. 
Officers of the firm are: E. G. 
Heller, 


Heller, president; L. S. 





E. S. TAYLOR 


vice-president and plant superin- 
tendent ; and John B. Heller, sec- 
retary-treasurer and general man- 





past 15 years, previously con- 


ager. 








300 AT KEYSTONERS’ GOLF PARTY AND BANQUET 


More than 300 members and 
guests attended the second birth- | 
day party of The Keystoners, at | 
the Melrose Country Club, Chel- | 
tenham, Pa., June 14, celebrating 
the event with an afternoon of | 
golf, softball and other sports 
and winding up the festivities 
with a banquet and entertainment 
in the evening. The club’s soft- 
ball trophy was won by The Key- 
stoners’ team, when that team de- 
feated the purchasing agents’ 
team to the tune of 11-10. The 
Keystoners’ team, captained by 
4. R. Crank, Bay State Tap & 
Die Co., romped through the first 
inning with six runs, the visitors 
making their best score in the 
sixth inning when they grabbed 
five runs. William Hoffman, Mad- 
dock & Co., Philadelphia, cap- 
tained the purchasing agents. 

There were more than 120 en- 
trants in the golf tournament. 
John Ora, Mill Supplies, New 
York City, was the low gross 
champion with a card of 81 
strokes, the kickers’ handicap be- 
ing won by J. W. Price, U. S. 
Metallic Packing Co., Philadel- 
phia. Trophies were presented 
both winners for possession until 
the next golf tournament, the low 
gross champion also receiving a 
trophy for his permanent posses- 
sion. These awards and the soft- 
ball cup were presented at the 
banquet. Members and guests 
were welcomed by W. J. Eber- 
lein, Detroit, Greenfield Tap & 
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j}of The 


Die Co., who is 
president of the club because of 
his transfer. 


resigning as 


Seated at the guest table were: 


Mr. Eberlein; David Moffat, The 


L. S. Starrett Co., past president | 


Keystoners; Robert 
Brown, Union Twist Drill Co., 
vice-president of the club; Mar- 
tin G. Hayden, manufacturers’ 
agent, secretary and treasurer of 
The Keystoners; Ralph S. Allen, 
Diamond Expansion Bolt Co., 
secretary, Hardware Square Club; 
M. I. Jackson, Behr-Manning 
Co., chairman, entertainment 
committee; J. G. Dieterle, Jr., 
Abrasive Co., chairman, sports 
committee; Joe Kitchin, repre- 
senting the Philadelphia Pur- 


chasing Agents; Mr. Ora and | 


Kenneth A. Heale, 
Ace, New York City, representing 
the Hardware Boosters. Harry 
Kornrumph, Long Island Hard- 
ware Co., president of the Hard- 
ware Square Club, and represen- 
tatives of various distributors 
were introduced. 
NEW ENGLAND 
TOYMEN’S WEEK 
The Sixth Annual New Eng- 
jand Toymen’s week, sponsored 
by the New England Toymen’s 
Association, 200 Fifth Ave., New 
York City, will be held at the 
Parker House. Boston, Mass., 


from Monday, July 24 to Friday, 
July 28. 


HARDWARE | 


centrating his sales and service | 


ing and generally enjoying him- | 





THEY’VE GOT WHAT IT TAKES 
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Photographed on Agfa Film 


UNION HARDWARE 


CHISELS 


There’s something mighty satisfying in the thought 
that, when you sell UNION HARDWARE chisels, 
your customers are getting as fine a product as 
money can buy. UNION HARDWARE Chisels, 
backed by a seventy-five-year-old policy of manu- 
facturing only the best, stand for real quality—the 
kind that shows up in lasting performance when the 
going is toughest. Nothing but the finest rust-resist- 
ing steel is used; tempering is done by experts 
skilled in producing a smooth, clean-cutting edge 
that stays keen longer between sharpenings; handles 
are of tough, well-seasoned hickory that stands up. 
Cash in this season on the ever-present demand for 
a quality product. Boost your tool profits with 
UNION HARDWARE Chisels. Get all the facts 
from your jobber NOW! 


For a complete description of UNION HARDWARE 
Chisels, Gouges and other tools ask for Catalog No. 13. 


No. 110 SOCKET FIRMER CHISELS 


Right—No. 110 Socket 
Firmer Chisel with 
6yY%,” blade. Made in 
12 sizes from %” to 
2” in width. Plain or 
tipped hickory 

Also Socket 
Socket Butt, 


leather 
handle. 
Pocket, 
Socket Framer and 


Left—No. 1110 Socket 
Socket 


Firmer Cabinet is ; vs 
Firmer Gouge with 6 
styles. 
blade. Made in 12 sizes 





from %” to 2” in 
width. Plain or leather 
tipped hickory handle. 
Outside or inside bevel. 


No. 1110 SOCKET FIRMER GOUGES 


HARDWARE COMPANY 
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rT. OFF ESTABLISHED J 
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MORTON GILDE 


Morton Gilde, 45, general sales 
manager of the Easy Washing 
Machine Corp., Syracuse, N. Y., 
passed away suddenly June 8 on 





MORTON GILDE 


the train from New York to Syra- 
cuse. Death was due to coronary 
thrombosis. 

Mr. Gilde was born in New 
York City and received his early 
education there. At 16 years of 
agé he became an employee of 
the General Electric Co. where 
he was associated in a sales ca- 
pacity until 1920 when he joined 
the Easy Washing Machine Corp. 
sales force. From 1920 to 1924 
he was assistant to the general 
sales manager of Easy. In 1924 
he took charge of the New York- 
New England Easy sales division 
and served as manager of that 
territory, with headquarters in 
New York City until 1937. He 
then became general sales man- 
ager of the company, making his 
headquarters in New York. In 
that capacity he traveled through- 
out the United States, working 
closely with distributors and 
dealers in all sections. 


RANKIN H. ROBERTS 


Rankin H. Roberts, of the 
Hibbard, Spencer, Bartlett & Co., 
Chicago, Ill., passed away June 
11, following a short illness. Mr. 
Roberts was connected with Hib- 
bard, Spencer, Bartlett & Co. at 
three different periods of his life, 
commencing in 1905. As head 
of the then newly organized 
dealers’ service bureau from 1928 
to 1934, he laid the foundations 
of the program which has since 
developed into the most impor- 
tant of Hibbard’s sales projects. 


46 





In 1934 he took over the reor- 
ganizing and buying of the elec- 
trical, bicycle and automotive 
divisions, which duties together 
with the supervision of other de- 
partments, he continued until his 
death. 

In the intervals between two 
former buying connections with 
Hibbard’s, Mr. Roberts, from 
1909 to 1913, was sales manager 
of Landers, Frary & Clark, New 
Britain, Conn., and from 1924 to 
1928 was manager of the whole- 
sale small goods division of Lyon 
& Healy of Chicago. 

In community service, Mr. 
Roberts’ activities in recent years 
have been unceasing, as chair- 
man of the Community Service 
Committee of the Chicago Asso- 
ciation of Commerce, as a direc- 
tor of the Chicago Area Project 
and as head of the annual Clean- 
Up, Paint-Up campaigns. Direct- 
ing many community activities 
of Chicago’s school children, he 
was their great friend, and much 
of his time was devoted to im- 





RANKIN H. ROBERTS 


proving living conditions and 
otherwise aiding delinquent boys. 

Surviving are his widow, Dor- 
othy, two sons, Rankin, Jr., of 
Prescott, Ariz., and John G. of 
Sayner, Wis., and a daughter, 
Rosemary. 


ROBERT J. HAWK 


Robert J. Hawk met with a 
tragic death recently at his home 
near Dallas, Tex. Mr. Hawk was 
spraying Johnson grass with gaso- 
line when the can exploded and 
he was burned to death. 

Mr. Hawk had been associated 
with Sheffield Clark & Co., Nash- 


ville, Tenn., for almost 26 years. 


He was southwestern representa- | 





tive for the company. He was 
also on the executive committee 
of the Old Guard Southern Hard- 
ware Salesmen’s Assn. His widow 
survives. 


FRANK W. TUFTS 


Frank W. Tufts, 48, advertising 
and sales promotion manager of 
the Continental Steel Corp., 
passed away suddenly at his home 
in Kokomo, Ind., May 24. Death 
was caused by a heart condition 
resulting from an emergency op- 
eration for appendicitis. 

Mr. Tuft was well known in 
Wisconsin where he spent many 
years in newspaper and advertis- 
ing work. He joined the Conti- 
nental Steel Corp. in 1936. He 
was formerly associated with a 
Chicago advertising agency and 
had had extensive advertising ex- 
perience with the Detroit Steel 
Products Co. He also served in 
sales and advertising for the 
General Motors Corp. in New 
Zealand and other foreign coun- 
tries. His widow survives. 


H. G. MOORE 


H. G. Moore, formerly vice- 
president and general sales man- 
ager of the Keystone Steel & 
Wire Co., passed away recently 
in Peoria, Ill. He was 74 years 
old, nationally known as a world 
traveler and lecturer and widely 
known among hardware and im- 
plement men. 

Mr. Moore retired from the 
Keystone organization 14 years 
ago. Prior to that connection he 
operated as H. G. Moore, the 
Wire Merchant at Kansas City, 
representing Keystone in that 
territory. Before he was manager 
of the Big Four Implement Co. 
of Kansas City. 

After his retirement in 1924, 
hé traveled extensively through- 
out the world and lectured in 
scores of American cities. Sur- 
viving are a daughter, a sister, 
and four grandsons. 





H. G. MOORE 





CHARLES F. PICKING 


Charles F. Picking, 83, prom 
inent businessman, civic leader 
and former mayor of Bucyrus. 
Ohio, passed away at his home 
there, June 8. Death followed a 
long illness. 

Following graduation from high 
school, Mr. Picking entered the 
hardware business. with his 
father, and for 67 years he con- 
tinued this business. He was a 





CHARLES F. PICKING 


member of the HARDWARE AGE 
Fifty Year Club. His career as 
a hardware merchant began when 
he entered the employ of “Pick 
ing and Geiger” in March, 1872. 

Mr. Picking was importantly 
associated with St. Paul’s Luther- 
an Church. He _ served two 
years as mayor of Bucyrus. He 
was one of the organizers of the 
Bucyrus Y.M.C.A., served on its 
board of directors and maintained 
at all times an interest in the 
institution. His widow, two sons. 
Robert B. Picking, associated in 
the hardware store, and Wilford 
Picking, survive. 


FRANK BERMAN 


Frank Berman, 58, hardware 
merchant and a former director 
of the Jamaica National Bank. 
passed away June 10 of a heart 
attack at his home, 173-02 89th 
Ave., Jamaica, Long Island, N. Y. 
Mr. Berman founded the Berman 
Hardware Co. at 104-37 150th St. 
more than 30 years ago and for 
many years was prominent in 
Queens building circles. His 
widow, four daughters and a son. 
Martin, survive. 


A. D. PEOPLES 


Alfred D. Peoples, 81, one of 
the oldest merchants on Market 
St., Wilmington, Del., passed 
away recently. He conducted a 
hardware business at 507 Market 
St. for 57 years. 
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SAMUEL O. PAULL 
* Samuel O. Paull, 69, secretary 
of the Eagle Mfg. Co., Wellsburg, 
W. Va., passed away June 7 in 
the Johns Hopkins Hospital, 















SAMUEL O. PAULL 





Baltimore, Md. Mr. Paull had 
been seriously ill but a short 
time. Death is attributed to a 
heart attack induced by an asth- 
matic condition from which he 
had suffered for a number of 
years. 

He was active in the business 


of the Eagle Mfg. Co. With his 
two brothers, now deceased, he 
organized the Eagle Mfg. Co. in 
1894. He was also president of 
the Wheeling Stamping Co., 
Wheeling, W. Va. Surviving are 
his widow, a sister, niece and 
four nephews, State Senator James 
Paull, J. J. Paull, J. A. Jacob 
and W. P. Jacob, all of Wells- 
burg. The latter three named 
nephews are actively engaged in 
the management of the Eagle 


Mfg. Co. 


BARTON HASELTON 


Barton Haselton, chairman of 
the board of directors of Revere 
Copper & Brass, Inc., Rome, 
N. Y. passed away June 19 after 
an illness of several weeks. He 
was 62 years old. Mr. Haselton 
was president of the Rome Brass 
& Copper Co. in 1928, when it 
and several other copper fabri- 
cating concerns merged to form 
Revere Copper & Brass, Inc. Mr. 
Haselton, whose father, Jonathon 
S. Haselton, founded the Rome 
Brass & Copper Co. and was its 
president until his death in 1908, 
maintained his offices in Rome, 
although headquarters of the Re- 
vere organization are in New 


York. 





BOOKLET ON PAPER 
MILL SPECIALTIES 


The Schlafer Supply Co., Ap- 
pleton, Wis., has issued a small 
booklet of special interest to the 
paper mills. It gontains informa- 
tion on some of the many paper 
mill specialties distributed by the 
company, which is the oldest firm 
in America specializing in the 
many small but important items 
in every day use in the paper 
mills. Many of the items in the 
catalog are either specially made 
for the Schlafer company or made 
by them. 


GREECE PREFERS OUR 
HORSESHOE NAILS 


An increasing demand for 
American horseshoe nails in 
Greece has been reported to the 
Department of Commerce by the 
office of the American Commer- 
cial Attache, Athens. 

Imports of horseshoe nails 
into Greece from the United 
States during 1938 increased to 
Z $5,500 and would have been con- 
siderably larger but for import 
restrictions, the report said. 
Swedish manufacturers monopo- 


Ta 


TEA 


4 lized the market previous in 
: 1937. In that year an unfavor- 
i able development in Greco-Swed- 


ish trade relations enabled Amer- 
ican manufacturers of horseshoe 
nails to obtain a share of the 


A trade agreement between 
Greece and the United States, 
effective Jan. 1 of this year, al- 
lots approximately $9,000 annual- 
ly for imports of all kinds of 
American nails and screws into 
Greece. While this figure is 
short of the current demand for 
American horseshoe nails, it is a 
considerable improvement over 
1938 and earlier years. If mar- 
ket conditions remain favorable 
it is possible that this quota 
may be increased, according to 
the report. 

Exports of horseshoe nails to 
all countries from the United 
States during 1938 were valued 
at approximately $180,000, De- 
partment of Commerce figures. 


CLEVELAND TO HAVE 
MACHINE TOOL SHOW | 


The 1939 Machine Tool Show, | 
sponsored by the National Ma- 
chine Tool Builders’ Assn., will 
be held at the Cleveland, Ohio, 
Public Auditorium, Oct. 4 to 13, 
1939. Eighty-five per cent of the 
exhibit space will be devoted ex- 
clusively to the showing of ma- 
chine tools. The balance will 
contain displays of makers of 
machine tool accessories, and of 














publishers of magazines cover- 
ing the machine tool field. Ad- 
mission will be by regisiration, 





trade. 
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with a registration fee of $1.00. 
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1715 Columbia Ave. 
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Learn About the 
NEW 


Greenlee 


AUTOMATIC PUSH 
EN cin ce -cle, ote 





Another Profpit-Maker 
and Goodwill - Builder 


When you have a call for a push drill, 
it is a real help to be able to put one 
in your customer’s hands that is differ- 
ent, especially when this difference 
makes it more attractive and more con- 
venient to use. That is why we suggest 
investigating the Greenlee. Then you 
will want to stock it, display it . . . and 
you will sell it with perfect confidence. 


The tool shown here has an all-transpar- 
ent handle, which serves as a magazine 
for the eight drill points. These are 
readily accessible by turning the metal 
cap to the proper position for the size 
wanted. It is also furnished with a 
hardwood handle, .having a transparent 
ring next to the cap, making the tips of 
the drill points visible. 


Write for more information about this 
push drill—its unique handle arrange- 
ment, its fine form and finish, its un- 
usual construction of the working parts. 
Order a sample and see for yourself just 
how it looks and performs. You will 
like it and so will your customers. 
Please give the name of your jobber 
when writing. 


GREENLEE TOOL CO. 


Rockford, Illinois 






“STOP AND GO” LIGHTS FOR SALESMEN 
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The Supplee-Biddle Hardware Co., Philadelphia, Pa., has evolved an unusual and time-saving 
device for the convenience of its buyers and visiting salesmen. A red and gree 

signal system (upper left of the photo) has been installed in the company’s reception room. 
All salesmen are received by Miss McGettigan, whose desk is just outside the waiting room 


pictured above. 


they may confer with the buyer. While this 


By means of the signal lights, 


she is able to let the salesmen know when 
“traffic cop” has caused some amusement, it has 


been most effective in speeding up the service given the salesmen. In addition, salesmen have 


at their 


DAVIDSON LEAVES 
ST. CHARLES MFG. 


N. Davidson. 
vice-presidént in charge of sales 
of the St. Charles Manufacturing 
Company, St. Charles, Il., manu 
facturer of steel kitchen cabinets, 
has tendered his resignation. Mr. 
Davidson has been associated 
with the company since shortly 
after its organization. Employed 
organize its sales outlets he 
was elected vice-president at the 
first annual meeting after his 
going with the company and be- 
came a director at the same time. 

Mr. Davidson advises that his 
plans are as yet indefinite but 
anticipates that he will shortly 
announce the continuance of his 
in the kitchen cabinet 


George formerly 


activities 


field. 


POT AND KETTLE NEWS 


A dinner dance held by 
Los Angeles Pot & Kettle Club 
attracted more than 100 mem- 
bers and friends. W. R. Read 
of the California Hardware Co., 
past-president of the club was 
dance chairman. On his com- 
mittee were Jack B. Battam, in 
charge of music, W. C. Hitt, in 
charge of the program, and L. I 
Neblitt, tickets. Sustaining in- 
terest in club activities are being 
promoted through 
the sports committee headed by 
Ray P. Knox and through the 
excellent programs prepared by 
chairman Carl H. Hobson. 4 


the 


successfully 


48 


service a writing desk 


with memo pads, 


| better than average attendance is 

promised for the national conven- 
of the 
Clubs, 
Hotel Claremont in Berk- 
H. Slater. 


working with the local committee 


| tion Associated 


Kettle 
at the 


which will be held 


eley. President George 


program which will 
include a day spent at the San 
Francisco 


a complete 


Golden Gate Exposi- 


tion, together with dinner at the 


Fuel & 
Colo., has 
appointment of E. 


The Colorado Iron 
Corp.. Denver, 


nounced the 


hot rolled products. Mr. Fisher 
has been associated with the com- 
ence includes many fields of the 
company’s operations. 


when he assisted vice-presidents 
and presidents of the company 
prepared him for the larger re- 
sponsibilities which followed 
later. 

In 1923 he began his sales 
work as a salesman. Within four 
years he was made a district 
sales manager with headquarters 
at Oklahoma City, Okla. In 1933 


assigned to his leadership. 





out Nebraska, Kansas, 


ly 


Pot & | : 
| Pot & Kettle 


| committee, 
on arrangements has announced | 
| 


and out-of-town 


telephone directories. 


“Press Club” at no charge what- 
ever for attending members. 


Club for the ensu- 
president, Jim Cum- 
mings; first vice-president and 
chairman of the entertainment 
Dud Risley; second 
and chairman 


ing year are: 


vice-president 


| the attendance and membership 


| 
| 


| which 
an- | 


Earl Fisher as sales manager of | 


pany since 1910 and his experi- | 


Secretar: | 
ial experience of the earlier years | 


the eastern division of sales was | 
Here | 
his experience in selling through- | 
and Okla- | 
homa have been the indicator by | 


Richard O’Brien; and 
secretary-treasurer, H. A. Cassels. 
95 Atlantic St., Seattle. Wash. 


committee, 


Manages Hot Rolled Product Sales 
for Colorado Fuel & Iron Corp. 


he 


gained designation to 


e oe . | 
his present position with the cor- | 


poration. 


E. EARL FISHER 





. : | grapher. 
Officers elected for the Seattle | bine 
| were 


| Kirchner while on duty in the 


of | 


| E. W. Erickson, 


absence of the president. 
| W. Johnson, 


| Ine., 


| Ripon, 
| Speed Queen washers and iron- 
| ers, has appointed General Mer- 


| phia, 
| direct representative for Speed 
| Queen products in Eastern Penn- 
| sylvania and Southern New Jer- 
sey. 


U. S. RUBBER AND TIRE 
IN NEW DETROIT OFFICE 


The Detroit sales branch of 
United States Rubber Co. and of 
U. S. Tire Dealers’ Corp. has 
moved from its former location 
on East Jefferson Avenue to 5850 
Cass Avenue. 

All main divisions of the com- 
pany, including footwear, U. 
Royal foam sponge mattress, 
clothing, mechanical rubber 
goods, insulated copper wire and 
cables, iy? general products, as 
well as U. S. Tire Dealers’ Corp., 
are now leented in the new quar- 
ters. 

Executives of the Detroit 
branch are: the sales managers: 
E. F. Busdieker, mechanical rub- 
ber goods; W. F. Pressey, gen- 
eral products; J. E. Rutter, foot- 
wear, clothing and foam sponge; 
R. C. Moore, tires; operating 
manager, W. A. Mitchel. 


EX-ARMY FLIER TALKS TO 
BOOSTERS ON PANAMA 


A talk “Panama,” illus- 
trated with lantern slides, was 
given at the recent meeting of 
the Hardware Boosters at the 
Circle Club, 1819 Broadway, New 
York City, by Charles L. Kirch- 
ner, a former U. S. Army Air 
Corps aerial observer and photo- 
The pictures, which 
shown were taken by Mr. 


on 


Panama Canal Zone, and _in- 
cluded scenes in cities, towns and 
sparsely settled areas in the Re- 
public of Panama and in the 
Panama Canal Zone. He stated 
that the Canal Zone is as well 


| fortified as any place can be and 


that the U. S. Army Air Corps 
patrols by plane, both the canal 


| zone and the Republic of Panama. 
| Although Panama is a country 

| with great 
| has, he pointed out, but 80 miles 
} of 


natural resources it 


railroad and 300 miles of 
highways at the present time. 
The meeting was conducted by 
Ek Hardware 
in the 
Harry 
Abrasive Products, 
was elected a member. 


Co., Inc., vice-president, 


NEW DISTRIBUTORS FOR 
SPEED QUEEN PRODUCTS 


The Barlow & Seelig Mfg. Co., 
Wis., manufacturer of 


chandise Ltd., Toronto, Canada, 
as distributor in the Province of 


| Ontario. 


Lloyd R. 
Pa., 


Dimmig, Philadel- 
has been appointed 


HARDWARE AGE 











) TIRE 
\FFICE 


ranch of 
0. and of 
‘orp. has 
- location 
e to 5850 


the com- 
im, v. S. 
mattress, 
il rubber 
wire and 
ducts, as 
rs’ Corp., 
ew quar- 


Detroit 
lanagers: 
tical rub- 
sey, gen- 
ter, foot- 
| sponge; 
pperating 


KS TO 
NAMA 


.” illus- 
des, was 
eting of 
; at the 
way, New 
4. Kirch- 
rmy Air 
id photo- 
5, which 
by Mr. 
y in the 
and in- 
ywns and 
the Re- 
in the 
le stated 
as well 
1 be and 
ir Corps 
he canal 
Panama. 
country 
urces it 
80 miles 
niles of 
time. 
ucted by 
lardware 
, in the 
Harry 
-roducts, 
ber. 


| FOR 
DUCTS 


Afg. Co., 
urer of 
nd iron- 
ral Mer- 
Canada, 
vince of 


*hiladel- 
ppointed 
r Speed 
‘n Penn- 
lew Jer- 


E AGE 














CLOVER 


Quality and Service Since 1907 


ABRASIVE-COATED PAPERS .“ CLOTHS 
GRINDING .“ LAPPING COMPOUNDS 


CLOVER MFG. CO. Norwa.k, Conn. 








AS TGs 


VERY WHERE, in all homes, more and more people are using 
“ACME” Ball Bearing Casters. This constantly increasing 
demand makes “ACMES” a profitable item for any hardware 
dealer. “ACMES” roll quietly and smoothly in every direction. 
They rol] on floors and floor coverings. Modern in design and 
attractively finished. Stock and sell “‘ACMES”—the Quality casters. 
THE ScHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 


JUNE 29, 1939 ° 











PRESIDENT OF SOUTHERN | 
August get-together would be an- 


MILL SUPPLY ASSN. 


isin” 


EDWARD F. STAUSS 


Who was elected president of 
the Southern Supply and Ma- 
chinery Distributors Assn., in 
convention aboard the “Mon- 
arch of Bermuda,” on cruise 
to Bermuda, May 25 to June 1. 
Mr. Stauss is president of 
Oliver H. Van Horn Co., Inc., 
New Orleans, La. 





N. Y¥. HARDWAREMEN HOLD 
GOLF PARTY AND DINNER 


The Hardware Trade Associa- 
tion of New York held its third 


golf outing at the St. Albans Golf , 
} Quinn, with 17 other employers, 


Club, St. Albans, Long Island, 


N. Y., June 20, concluding the | 


day’s program with an informal 
dinner in the evening. W. C. 
Rave, Russell, Burdsall & Ward 
Bolt & Nut Co., had the low net 
card. The low gross card—84 
strokes—was that of Fred Con- 
nell, American Steel & Wire Co. 
J. C. Miller, Bethlehem Steel Co., 
was the player whose ball was 
nearest the pin on the ninth water 
hole. J. B. Perkins, J. H. Wil- 
liams & Co.; William J. Green, 
The L. S. Starrett Co., and F. 
Cleary, Mill Supplies, divided the 
honors for having played the most 
holes in four strokes. Robert Doti, 
Igoe Bros., Inc., played more 
holes in five than any other par- 
ticipant and Thornton Lowerre, 
American Steel & Wire Co., had 
the most sixes on his card. O. J. 
Beekman, Pittsburgh Steel Co., 
had the highest score. 
Arrangements for the party 
were in charge of E. S. Norvell, 
E. C. Atkins & Co., secretary- 
treasurer of the club, and Robert 
Doti, chairman of the entertain- 
ment committee and vice-presi- 
dent of the association. W. Earl 
Clapp, The Yale & Towne Mfg. 
Co., president of the Hardware 
Trade Association, welcomed 
members and guests at the ban- 
quet. Announcement was made 


+0 


| concluded 
| member and guest being invited 








that there would be no July meet- 
ing of the group but that the 


other golf party to be held in 
New Jersey or Westchester. In- 
formal group and “solo” singing 
the program, each 


to sing a chorus or complete song. 
FITLER CO. COMPLETES 
NEW OFFICE BUILDING 


The Edwin H. Fitler Co. has 


| completed the erection of a mod- 


ern office building as an addition 
to its main plant located at 
Tacony Street, Frankford, Phila- 
delphia, Pa., on the New York 
Division of the Pennsylvania 
Railroad. Here, ample ware- 
housing facilities together with 
its fine location allow rapid de- 
livery service by truck, train and 





steamship. This Philadelphia 
firm of rope manufacturers is 
this year celebrating its 135th 
anniversary. 


HERCULES APPOINTMENTS 
TO NAVAL STORES DEPT. 
Hercules Powder Company 


has announced the appointment 
of twe executives to important 





positions in the Naval Stores De- 
partment of the company. Arthur 
Langmeier was named director of 
operations and will have charge | 
of all manufacturing and devel- 
opment work at the plants and 
naval stores work at the experi- 
ment station. Paul Mayfield, 
formerly assistant director of 
sales, will succeed Mr. Lang- 
meier as director of sales of the 





Naval Stores Department. 


EAGLE HARDWARE STORES 
PLAN PICNIC, JULY 19 


The Eagle Hardware Stores, 
10403 Baltic Road, Cleveland, 
Ohio, will hold its sixth annual 
picnic, July 19, at the Euclid 
Beach Park. About 60,000 hard- 
ware dealers and their families 
are expected to attend and par- 
ticipate in the program of fun 
which will include athletic events. 
baseball and dancing. 


PITTSBURGH STEEL 
PROMOTES SMITH 


Reed R. Smith has been ap- 
pointed assistant district sales 
manager for the Pittsburgh Steel 
Co., Pittsburgh, Pa. He will 
make his headquarters in the 
company’s New York City office 
at 500 Fifth Ave. Joseph A. 


Voelker is district sales manager. 


Quinn Pickets the Pickets 


Since May 15, 1939, Robert A. 
Quinn, owner of Quinn Hardware 
and Linoleum Co., 7115 S. Broad- 
way, St. Louis, Mo., has been en- 
gaged in picketing outside his 
own store, alongside a_ union 
picket. Mr. Quinn is the man 
to the left in this picture. The 
union picket is the other man 
who carries signs for the Carpet, 
Linoleum and Resilient Floor 


| Decorators’ Union, affiliated with 


he A. F. of L. On May 24 Mr. 





signed an agreement for a new 
wage scale, covering all classi- 
fications of workers. However, as 
a member of the union, Local 
1246, he refused to pay a strike 
assessment of $25 a week levied 
against working members of the 
union. He gave as his reason 
for not paying the assessment the 
fact that he “did not work a day 
last week.” The union then 
placed a picket in front of the 
Quinn store with the customary 
“Unfair” charge. Mr. Quinn then 





put on sandwich and _ started 
walking beside the union picket. 
His sign reads: 

“1929, these men drew $42 a 
week for 44 hours. 

“1938, they drew $46 a week 
for 40 hours. 

“1939, they drew $50 a week 
for 40 hours. 

“They are now demanding and 
trying to force $25 a week addi- 
tional for picket duty on stores 
in other communities.” 


Robert A. Quinn of St. Louis gives the pickets food for thought. 
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Carolina Convention 


(Continued from page 38) 


Farm Equipment Dealers Associa- 
tion, Philadelphia, who pointed out 
that the hardware dealer must first 
find what his patrons wanted and 
then sell it to them. 

Meeting on the second night of 
the convention, the board of direc- 
tors of the Hardware Mutual Fire 
Insurance Company elected officers 
for the coming year, naming W. W. 
Watts, of Charlotte, N. C., chairman 
of the board. Arthur R. Craig was 
elected president and _ treasurer; 
M. I. Whisnant, Charlotte, secretary; 
E. W. Duvall, Cheraw, S. C., vice- 
president. 

Secretary Craig in making his an- 
nual report reviewed on the final day 
of the convention the history of the 
association and summed up his ad- 
dress with the words “Every associa- 
tion is organized with some objec- 
tive in view—some with a _ wider 
scope of activities than others, but 
service should be at the bottom of 
all. Business functions in such a 
variety of ways that it is impossible 
for any one organization to serve 
effectively in all of its requirements.” 

Mr. Craig enumerated the work 
of the association in regard to Na- 
tional Hardware Week, its work in 
relationship to other dealers and he 
expressed appreciation to the manu- 
facturers of hardware for their as- 
sistance in making possible National 
Hardware Week. « 


The resolutions adopted at the 
closing session of the convention 
were as follows: 

National Hardware Week: Believ- 
ing that the two efforts to make the 
public more hardware store con- 
scious through the celebration of 
National Hardware Week has fully 
justified itself, 

Be it resolved that National Hard- 
ware Week be continued as an an- 
nual event of each spring, and that 
the National Association study the 
wisdom of having a similar week 
each fall to be known as National 
Housewares Week. 

Be it further resolved that the 
Association express its appreciation 
to wholesalers and manufacturers 
who assisted in making National 
Hardware Week a success. 

Hardware as Premiums: Since 
there is a growing tendency with 
many lines of business to use hard- 
ware items as premiums, be it re- 
solved that this association considers 
such use of hardware as an unfair 
trade practice and that we urge 
manufacturers to take such steps as 
may put an end to this evil. 

The third resolution asked mem- 
bers of the association to oppose any 
legislation to repeal the Miller- 
Tydings Enabling Act and to elicit 
the aid of their Congressman in the 
fight against enactment of Bills Nos. 
S-204 and H.R. 2714. 





ATTRACTIVE DISPLAY OF ELECTRICAL MERCHANDISE 
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A recent window display at the model store of the Chicago Retail Hard- 
ware Association in the Merchandise Mart, Chicago. Universal electric 


ovens and smaller electrical appliances caught the eyes of passersby. 
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EVERY HOUSE 
SHOULD BE 


CALKED 














































STOPS DRAFTS AND LEAKS 
.U Ts 
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Owners today recognize the importance 
of calking all building joints. And when 
they consult men who have had experi- 
ence with calking, they are told 
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“"" DECORA COMPOUND 


Stock and sell this time tested material. 
Used by leading architects and build- 
ers everywhere. Now also avai-able in 
non-refillable metal cartridges for use 
with new Pecora Streamline High Pres- 
sure Calking Gun illustrated below. 









This Gun 


AT A NEW LOW PRICE 


With 3 Nozzles and 
4 cartridges of approx. 1 qt. each 


wwe ow SE.00 


Other Pecora Products 


ROOFING CEMENTS 
FURNACE CEMENTS 
CASEMENT PUTTY 
METAL SASH PUTTY 
GLAZING PUTTY 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 


j FOR 
BOOKLETS 








Peecora Paint Company. Ine. 


Member of Producers’ Council, Inc. 


Lawrence «x Venango Sis., Phila., Pa. 
Established 1802 by Smith Bowen 














WHO WANTS TO LIVE 
IN A. DRAFTY HOUSE ? 

















OLOR IDEAS 
and 'ffects for Sales 


S I travel about the country 
A meeting and talking with 
merchants about their 
problems it seems to me that the 
independent or small business man 
has reached a crisis. Business 
men everywhere have been forced 
to recognize new conditions. No 
matter what standards or periods 
we use in comparing conditions 
today, one fact stands out, busi- 
ness. organizations and _particu- 
larly the small independent group, 
together with their personnel, will 
have to change their methods. 
The development and growth of 
the large mass merchandising or- 
ganizations are becoming a real 
menace to the independent dealer, 
because by and through their tre- 
mendous purchasing power and 
facilities, coupled with their exten- 
sive and intelligently planned ad- 
vertising and merchandising meth- 
ods, they are reaching deep into 
all trading areas taking much of 
the consumer’s spendable surplus 
which rightfully belongs to the 
local or independent dealer. 


*Address before the Retail Hardware 


Association of Alabama, Montgomery. 
Ala., June 8, 1938. 
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“American people are becoming color- 


conscious, so let’s sell them color 


for that’s what they want to buy.’ 


> 


By P. L. Lorz* 


Director of Merchant Sales, 
The Glidden Company, 
Cleveland, Ohio 


The rank and file of dealers, 
generally speaking, are not pre- 
pared or organized to combat this 
competition on an equal plane. 
What, then, is the answer to the 
problem? What can be done to 
meet the situation ? 

As I view it, there can be only 
one practical answer. You must 
do a better job of selling. You 
and your employees must become 
better and more forceful sales- 
people. 

It is not my intention to tell 
you how to sell. I doubt very 
much whether anyone is qualified 
to tell you how to sell. I do want 
to point out some salient facts that 
are worthy of your serious con- 
sideration. The educational in- 
stitutions and organizations of this 
country are educating the new 
generations in the pleasure and 
comfort of those things that make 
for the more abundant life. 

Manufacturers and the large 
mass merchandise organizations 
everywhere are taking full advan- 
tage of this rapidly growing con- 
dition. By using the most subtle 
and alluring appeal through maga- 
zine and newspaper articles, to- 


gether with extensive advertising 
campaigns, they are educating 
these young people as well as their 
elders to the use of all kinds of 
modern conveniences, utilities and 
appliances. Almost without ex- 
ception, they are very susceptible 
to intelligent sales presentations 
and that is your saving grace and 
the reason I tell you that the 
answer to your problem is to do a 
better job of selling. 

To prove the point, I once heard 
one of the top officials of the 
largest automobile manufacturer 
make the statement that the way 
they sold more cars each year was 
to keep people reasonably well 
dissatisfied with their cars. In 
other words, a real job of intel- 
ligent selling. 

There are many explanations or 
definitions for selling, but to me, 
it is nothing more than expanding 
people’s imaginations to the point 
where you influence them to buy. 
We must make people want things. 
Don’t talk about yourself because 
people are not interested in you, 
but they are interested in them- 
selves and their individual prob- 
lems. That being true, it will pay 
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you to become a good listener and 
then become interested in them 
and their problems. You can make 
more friends and more sales if 
you will do so. 

One of the best things you can 
do to prepare yourself and your 
sales-people so as to be able to 
show customer interest and to 
have the correct answer to their 
problems, which in turn will 
enable you to make intelligent 
sales presentations, is to secure 
complete and accurate information 
about all of the things you have to 
sell, and particularly about the 
utility of the product and then 
expound and sell its utility. 


Sell Utility 


I believe that if you follow the 
method of selling the utility of the 
various commodities you have to 
offer rather than the product and 
how it is made and what it is 
made of, you will effect more 
sales, and what’s more important, 
it will eliminate to a large extent 
price competition and greatly in- 
crease your profits. The old bally- 
hoo is rapidly losing its effective- 
ness and exaggerated claims don’t 
produce the sales. 

The success of this idea is to 
give your sales-people the proper 
sales tools amd instructions. We 
are all born with an inherent 
knowledge of selling. There are 
possibilities in all of your em- 
ployees. Give them an opportun- 
ity and you will get amazing re- 
sults from the most unexpected 
sources. Make use of all of the 
salés information, materials and 
equipment your vendors offer you. 
Conduct regular and frequent sales 
meetings on the major commod- 
ities you sell. Concentrate on 
them by having more than one 
meeting on each product. Have 
several meetings on each one and 
discuss only one line or product 
at a meeting. This type of educa- 
tion will surely prepare you and 
your employees to show the cus- 
tomers you have a real interest in 
them and what is still more im- 
portant, the real answer to their 
problem or needs with the result 
they will prefer to buy from you 
rather than go elsewhere. 

What we sell are ideas and I 
am convinced that more ideas can 
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be created by a correct and intelli- 
gent presentation of the utilitarian 
qualities of a commodity than by 
any other method or medium. [| 
can probably illustrate this better 
by talking about paint and its 
applied lines. The paint manu- 
facturer and dealer have continued 
to use what I am pleased to call 
“a negative plan of selling their 
products.” That’s rather a broad 
statement but I think I can prove 
it. Consider for a moment just 
what they do. Read their adver- 
tisements or literature and what 
does it say?—My paint goes far- 
ther, lasts longer, covers more, 
works easier, and looks better. 
Sometimes broad claims are made 
about the discovery through chem- 
ical research and investigation of 
a secret formula for a product 
that is the real remedy for every 
paint problem. They inject a lot 
of mystery that only creates con- 
fusion in the mind of the buyer. 

There is a much better and 
easier way to sell paint, in fact, 
let’s sell the utility of the product 
and not the product. How much 
more effective it will be if we talk 
to people about the insurance 
value of a coat of paint on the 
house, tell them how much money 
can be saved in repair bills and 
don’t forget to point out how paint- 
ing enhances its value. That is sell- 
ing the utility of the product. I 
always think it is better to sell 
people on the idea that a coat of 
paint on the floors, walls or wood- 
work improves the health and 
sanitary condition of the home. 
Here again you sell the utility of 
the product and don’t have to 
make good on a lot of wild or 
exaggerated claims. Then, too, we 
can sell the inside jobs by select- 
ing colors according to the expos- 
ure of the rooms whether they be 
east, south, west or north, once 
again selling the utility of the 
product. 





Consider Lighting 


It is definitely true that rooms 
with eastern exposure, where you 
have the harsh, sharp light from 
the rising sun, require different 
colors than rooms of western ex- 
posure where you have the soft, 
mild light of the sinking sun, and 
in a like manner it requires differ- 
ent colors in the north where you 












Retails at 


65¢ 





Look at these sales features: 
Exceptionally light weight: 
finger hole through center 
permits firm grip, allows tool 
to be hung on hook: case 
fully encloses blade: six-foot 
nickel plated blade can be 
entirely removed from case. 
It retails at 65 cents. 


Md thik 


SAGINAW, MICHIGAN 


TAPES - RULES 


New York City 


PRECISION TOOLS 


have shady light as against the 
south where the lights are more 
brilliant. If you will talk to people 
who want to buy paint on that 
basis there isn’t any question but 
that you will have more people 
come to you for your paint re- 
quirements. 


Effect Buying 


People don’t buy paint—they 
buy the effect of the paint. More 
about that later. American people 
are becoming tremendously color 
conscious, so let’s sell them color. 
color effects, color schemes, color 
ideas, color styles. That’s what 
they want to buy. Everybody is 
using color as a medium through 
which to make sales. Automobile 
builders change the color of their 
cars several times a year and use 
color to appeal to the buyer. 
Manufacturers of all kinds of 
commodities such as rugs, radios, 
furniture, kitchen utensils and 
appliances, draperies, wearing ap- 
parel, and many others constantly 
appeal to the buyer in their adver- 
tisements and sales presentations 
by the use of color as the lure for 
the spendable dollar. If selling 
people by using color as the ap- 
peal is good for these people, then 
certainly it is even better for we 
who are selling paint because we 
are in a business of color. 

Color plays an important part 
in our lives and while the average 
person knows very little about it. 
still many people have the ability 
to distinguish between colors that 
are pleasing and colors that do 
not satisfy. Color has a great deal 
of influence on almost everything 
we do. We know that yellow, for 
example, stimulates the nervous 
system, violet produces melan- 
choly, red creates action and in- 
flames, blue is restful and cool. 
and green is also soothing and 
tends to cheer us up. Using colors 
in wrong combinations causes eye 
strain and strange as it may seem. 
use of correct colors in the dining 
room is very important as the 
light they reflect makes food either 
appetizing or uninviting. 

Many interesting cases could be 
related to show you how important 
color has become in our daily 
living such as coloring the con- 
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crete of highways to better control 
accidents, painting the rooms in 
hospitals for its correct effect on 
sick minds, and some day you may 
see the use of different colored 
paper and ink by publishers to 
preserve the reader’s eyesight. 

All of this is creating a tremen- 
dous demand for correct and au- 
thoritative information on color 
and its use and paint dealers 
everywhere are going to have to 
be prepared with the answer for 
these requests. It is possible to 
secure color sales manuals and 
even professional color selectors 
that will make you real color au- 
thorities prepared to give correct 
advice on color selections that will 
be in good taste and that will meet 
the modern trend and demand. 

The largest source for paint 
business is from the contracting 
painter. He does the largest jobs 
and the most work and is a daily 
user of paint products of all kinds 
and we can all use him for the 
development and securing of a 
larger volume of paint business. 

In my opinion this is the most 
important factor in the proper 
planning and carrying out of a 
paint sales campaign. We must 
not only cultivate the contracting 
painter but we should make avail- 
able to him all of the sales mate- 
rial that we have in cooperating 
with him in the development of 


his business. The contracting 
painter offers us a great opportun- 
ity as his good will and service 
can be developed to a point where 
we could actually use him as one 
of our salesmen. There is avail- 
able today, for the master painter. 
color sales manuals, professional 
color selectors, advertising litera- 
ture and stationery of all kinds. 
with which you can supply him 
and thus prepare him to do a more 
intelligent and correct job of sell- 
ing in his solicitation for work. 

This all may be helpful to you 
in your sales problems but there 
is more that can be done to meet 
the situation. Personal solicita- 
tion is a powerful weapon. The 
most cherished possession of the 
American woman is her home and 
personal contacts by sales-people 
prepared to present intelligent sug- 
gestions she can use to enhance its 
beauty and charm will serve to get 
her confidence and transmit that 
confidence into sales that could 
not be secured otherwise. Busi- 
ness men have been forced to 
recognize new conditions and it is 
dawning on them that markets for 
merchandise must be created. 
therefore, if you expect to retain 
your place in the scheme of things 
you will have to start now to pre- 
pare yourself and employees to do 
a bigger and better job of selling 
and then do it. 


“FIREDAIRE” TAKES TO THE ROAD 


With this attractive trailer display The Edwards Mfg. Co., Cincinnati, 
Ohio, is introducing “Firedaire” to consumers and giving dealers an 


opportunity to see it as it actually appears when set up. 
the dealer can also gage consumer reaction. 


In this way 
The company plans to 


make the trailer available to dealers who show an interest in “Firedaire.” 
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66 NDER the impetus of gen- 

eral business improvement, 
but particularly because of its own 
inherent advances, the electric range 
industry faces a 1939 sales year 
approximately 21 per cent better 
than in 1938,” said Reese Mills, 
manager, Range and Water Heater 
Dept., Westinghouse Electric & Mfg. 








REESE MILLS 


Co.. recently. “I think it is a con- 
servative estimate that 360,000 elec- 
tric ranges will be sold during the 
year. Ys 

“We can make this estimate, be- 
cause the trend is definitely toward 
the simplicity and convenience of 
electric cooking. Consider these two 


canvassing of opinion: 

“During the past five years, the 
gap in sales between electric ranges 
and other types has steadily been 
narrowed. According to statistics I 
have seen, in 1933, 15 gas ranges 
were sold for every electric range; 
in 1934, the ratio was cut to 10 to 1; 
in 1935, 7 to 1; in 1936, 5 to 1; in 
1937, 4 to 1; and in 1938 (based on 
the first six months’ report) the 
ratio was only 34% to 1. 


Not a Normal Year 


“We do not consider 1938 to have 
been a normal year, and conse- 
quently we may expect this ratio to 
be reduced still further in 1939. 
Electric range sales fell off in 1938; 
they dropped about 36 per cent. But 
other type range sales for the same 
period declined approximately 43 
per cent. 

“Another barometer emphasizes 


Electric Range Market of 
360,000 Units is 1939 Forecast 


facts, disclosed in a_ nation-wide 





this trend toward electric cooking. 
With 1929 taken as a basis of 100 
per cent, gas consumption for do- 
mestic use, excluding house heating, 
had shown a decrease by the end 
of 1938. During the same _ period, 
kilowatt hours for domestic use in- 
creased to 177.5 per cent. Electric 
cooking accounted for an appreci- 
able share of this increase. 


Long-Range Picture 


“The long-range picture of the in- 
dustry is definitely a favorable pic- 
ture. Running true to form with 
most conveniences, which require 
about 20 years of promotion to attain 
the first million users, the electric 
range industry moved slowly ahead 
from 1914 to 1933 before it reached 
this level, with about 1,170,000 units 
in use. But in the next five years 
alone it sold more than 1,200,000 
electric ranges—a combined sales 
record for the 24 years of approxi- 
mately 2,415,450 ranges. And the 
best part of the story is that this 
figure represents only 10 per cent 
of the potential market. 

“But statistics do not tell the com- 
plete story. After all, the future of 
this industry rests with the home 
maker. Westinghouse is continually 
asking the women of the nation what 
they think of electric cooking, and 
a cross-section of their answers 
shows that 67 per cent are convinced 
that the electric range cooks faster 
than any other method; 60 per cent 
said cooking cost with an electric 
range is actually less than by other 
methods; 32 per cent said the saving 
in food preparation costs exceeds 
the extra cost of the range. Only 
eight per cent said the cost of elec- 
tric cooking is slightly higher than 
other methods. 

“The research engineer has seen 
to it that the cost of electric cooking 
has decreased steadily. In 1916, the 
estimated consumption of electricity 
for the average electric range was 
1.800 kilowatt hours per year. In 
1938 it had dropped to 1,200 kilo- 
watt hours. 

“No one improvement in_ the 
ranges has accounted for this econ- 
omy of operation. Rather, a series 
of developments have come out of 
our research laboratories, proving 
kitchens and manufacturing aisles to 
make this economical, safe, and 
easy cooking appliance possible.” 





























25 yard roll can 
recoiled IN th 
carton. Complete 
with pins. 


NO ~S 
WASTE... 
More Profit! 


IT'S ROLLED RIGHT 


Sensibly rolled—polished side on 
the inside of the curve—JUDD 
Binding and Edging comes out 
bright side up; saves you time 
and trouble because it’s easier to 
dispense — sells better because 
it’s easier to install—lies flat. 



















No kinking—no waste yardage. 
Buffed and polished, it stays 
bright on your shelves. Thou- 
sands of dealers stand by JUDD 
year after year, sell more at less 
cost, profit on JUDD quality. Join 
them’; ask your jobber for JUDD. 


BRASS, ZINC, and 
STAINLESS STEEL 


Write for Catalog 95, which illus- 
trates and describes the broad JUDD 
line of carpet and linoleum hardware. 


BINDING AND EDGING 


H. L. JUDD COMPANY 


INCORPORATED 
WALLINGFORD, CONNECTICUT 


NEW YORK CITY OFFICES AND SALESROOM 
87 CHAMBER'S STREET 
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FRIEND has sent me a list 

of the manufacturers and 

jobbers attending the re- 

cent Southern hardware 

salers convention in New Orleans. 

Reading this booklet carefully 

I was impressed with the large 

number of young men who have 

taken over the work of many “old 

timers” who in the past visited 

This was just as 

true of manufacturers as of job- 
bers. 


whole- 


conventions. 


Time passes -— and it is only 
logical and natural that the thin- 
ning tanks of the veterans should 
be filled by the oncoming genera- 
tion of younger men. The hard- 
ware business has reason to be 
proud of the achievements of the 
past. In a changing world hard- 
ware men have maintained their 
hard-earned reputation for hon- 
esty and reliability. No hardware 
man has reason to blush for the 
business in which he is engaged. 
The hardware trade has been con- 
servative and has stood up under 
the hardships of the recent depres- 
sions, as well as the shocks of de- 
pressions in the past. It has been 
well said: “With all thy getting, 
get wisdom.” The hardware trade, 
in the main, has been wise. 


Many Changes 


A study of business in the last 
quarter of a century shows many 
changes. Once-strong, dependable 
lines of business have become ut- 
terly demoralized. They have de- 
scended into rackets. They have 
become unprofitable to themselves 
and they have lost the confidence 
of the public. 

The reason for this disintegra- 
tion is not hard to find. As a rule 
it has been caused by a change 
in the character of the men in 
charge of these businesses. Get- 
rich-quick schemes, short cuts, per- 
sonal unreliability have taken the 
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Junior Takes Hold 


By SAUNDERS NoRVELL 


place of old-fashioned, common, 
rugged honesty. 

Will the hardware business hold 
its high standing? Will it con- 
tinue to command and merit the 
respect of the community? Will 
it grasp changing conditions, ad- 
just itself wisely to them and 
make progress? The answer de- 
pends on the “juniors” who are 
taking charge of strong old insti- 
tutions. 

First of all, the success of these 
juniors depends upon their ability 
to adjust themselves to their new 
environment. It is not an easy 
task. In trade and business the 
law of the rank and file is “root 
hog or die.” They must depend 
entirely upon their own efforts 
having no one to fall back upon. 
Bright young fellows coming fresh 
from college find in business a 
strange, new and untried world! 
The hard boiled, old employees 
naturally at first look upon them 
with suspicion. It is their job by 
tact and diplomacy to overcome 
some deep-seated prejudices. 

I know of a case where a man 
of successful business experience 
was invited by a large eastern 
corporation to buy the interest of 
an elderly retiring official. This 
business man consulted one of the 
leading lawyers of New York 
about the advisability of making 
the move. Several sons, just out 
of college, had recently been taken 
on as officials in important posi- 
tions. This wise old lawyer in dis- 
cussing the situation remarked, “It 
is a fine old business but the main 
point of danger that I see is you 
are buying into a business headed 
by a royal family. Now if these 
sons cannot get rid of the royal 
family idea it will, in time, wreck 
the business. The whole question 
of your future in this business will 
be the state of minds of these 
juniors.” 

Here let me inject an entirely 





different situation. A man and 
woman over 70 years of age owned 
the control of a very prosperous 
business. They realized they were 
growing old. They sought out a 
younger man and offered him the 
presidency and a large minority 
interest. He was. just about to 
close the deal when he happened 
to think of their wills. It devel- 
oped they had jointly willed their 
controlling interest to an orphan 
asylum. Now this junior could not 
see himself in the position of hav- 
ing the trustees of an orphan 
asylum on his board of directors 
with control so he quickly backed 
out. 


A Living Thing 


An established business of any 
kind is not only a franchise—it 
is a living thing. It has a life of 
its own. No one business is exactly 
like any other business. It is made 
up of people who have been living 
their lives together. They have 
their traditions, their loyalties, 
their prejudices. They are a great 
business family, and every man 
and woman has made his place. 
No one, just because of family or 
because he is called “president,” 
or has any other title, can domi- 
nate, or control the minds of this 
business family. He must become 
one of them. He must find his 
own place. 

The “royal family” idea is the 
most dangerous to any business 
because it becomes an insurmount- 
able barrier between the “royal 
family” and all the other officers 
and employees. 

I might go into a lot of details 
of do’s and don’ts. I might tell 
about a lot of cases growing out of 
wrong thinking in business, but 
such details are just symptoms of 
what doctors call a “systemic” 
condition. 

There’s nothing to building up 
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a well-managed business, but in- 
stalling and maintaining good 
business habits from top to bot- 
tom. The point here is that the 
good business habits of discipline, 
hard work, sobriety, consideration, 
and tact must start at the top. The 
great thing is the example! If 
Junior gets drunk, he can’t expect 
respect, or sober supporters. They 
will get drunk, too, and how they 
will talk! 

If Junior gets down late and 
leaves early, the next man to him 
will just beat Junior in and out 
by a few minutes, and so on down 
the line. 


There Are No Secrets 


Little birds carry all the news 
in every establishment. There are 
no secrets. You can’t fool any- 
body. There’s no grapevine means 
of communication in Alcatraz any 
more efficient than the grapevine 
in your office, or store, or factory. 
Junior — a thousand eyes are 
watching your every movement! 
Hundreds of tongues are telling 
about you! You can’t beat the sys- 
tem! You are just foolish to try 
it! 

If you are not satisfied with the 
men you find in the business, don’t 
rush in a lot of untried ones. If 
you do, there will immediately be 
two camps—thesold and the new. 
They won’t mix. But what can 
be done? Work slowly — work 
carefully. Don’t surround yourself 
with an admiring court. 

One of the smartest “royal fam- 
ilies” I ever knew put an unusual 
man at the head of their business. 
They sat on the side lines and let 
him work his head off. They 
learned, they were patient, they 
waited. They supported him, while 
he made their fortunes. 

Listen—listen—listen! Check— 
check—check! Don’t jump to con- 
clusions! Don’t work on hunches! 
Take your time! Try out plans in 
a small way first. See if they work! 
Remember—one bad break in a 
business policy may steal the 
profits of years! 

When things start going wrong, 
more trouble follows because con- 
fidence in your ability is being im- 
paired. Never forget one thing— 
the success of every business de- 
pends first of all on profitable 


sales. 
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Cultivate your sales force! 
Travel with your salesmen! Listen 
to your customers! Your big job 
is to please them, and they will 
be your best teachers. 

Have one day a week as your 
listening day. Just ask questions. 
Listen—ask—listen! Keep a book 
of your employees. Make a note 
opposite each name as you talk 
with them. If you don’t do this 
you will not know you are talking 
to the same little coterie all the 
time and overlooking others who 
feel hurt that you never speak to 
them. Some of the most reticent 
employees have the best ideas. 
They are observers. 

Don’t tell about your grand 
ideas. Be modest. Ask your em- 
ployees to help you. When they 
do—thank them. 

I knew an organization once 
who would have gone through fire 
for Junior just because he was his 
father’s son. All Junior had to do 
was to ask them to help him. 

Did Junior do it? He did not! 
He called them in one by one and 
told them all about his grand plans 
and ideas. When they didn’t be- 
come enthusiastic he was sore and 
hired a bunch of “yes men” who 
cheered all his new ideas. 

Now Junior—there’s very little 
new in all this. But all of us need 
just to be reminded. 

When someone asked Billy Sun- 
day why anyone should keep on 
going to church after they got 
religion, Billy answered: “For the 
same reason that you must keep 
on taking baths.” 

If I could call a convention and 
talk to all the “Juniors” taking 
charge in all lines in this country 
I would first of all recommend one 
book — “Benjamin Franklin, The 
Apostle of Modern Times,” by Ber- 
nard Fay, published by Little, 
Brown & Co., Boston, Mass. This 
book carefully read is better than 
any course in any college. For 
sheer intelligence, will power, tact, 
resourcefulness and practical se- 
lection of means to work to a pre- 


determined end, no other Ameri-: 


can has excelled Franklin. If not 
in character, at least in intelligence 
he exceeds Washington. 

Why the movies and stage have 
not exploited Franklin I cannot 
understand. His life reads like a 
romance. But the thing that stands 

(Continued on page 75) 











“GREENFIELD” 
HELPS YOU 
BUILD SALES 


Display windows of this 
type help aggressive stores 
to identify themselves as 
headquarters for small tools. 


A window like this sells 
tools while it is in. And after 
it has been taken out, it will 
continue selling, because it 
has helped to increase your 
reputation. 


Write to “Greentield’s” 
sales promotion department 
for material and suggestions 
in planning a “Greenfield” 
tool window. It will pay. 


GREENFIELD TAP & DIE CORP. 
GREENFIELD, MASS. 


Detroit Plant: 2102 West Fort St. 


Warehouses in New York, Chicago, 
Los Angeles and San Francisco. 


In Canada: Greenfield Tap & Die Corporation of Canada, 
Ltd., Galt, Ontario 


GREENFIELD 
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ADVANCES 


1% |b. and Larger Packages of Tacks. 
Cotton Rope. 


Lead. 


DECLINES 


%, \% |b. Papers of Tacks. 
%& in. 2-Ply C. I. Red Tubing. 
Arsenate of Lead. 

Bare Copper Wire. 
Weatherproof Copper Wire. 


ADVANCES EXPECTED 


Cotton Sash Cord, Clothes Line. 
Cotton Gloves. 
Leather Harness, Strapwork, Collars. 


Arsenate of Lead—There is 
news of a decline of one cent per 
pound recently on arsenate of lead 
-a drop of nearly 10 per cent. 
* * 

Tacks—Prices have been re- 
vised, under date of June 19, with 
advances averaging 5 per cent on 
packages of 4% pound and larger. 
A reduction in the extras for pack- 
ing the popular 4% and 14-pound 
papers effects a moderate decline in 
those sizes. 

* *& be 

Cotton Cordage Several 
makers have advanced cotton rope 
one cent per pound, and on sash 
cord and clothes lines other mark- 
ups seem likely. A number of mills 
are operating fully, with four or 
five weeks’ delay in delivery. 

* * * 

Cotton Gloves—With an in- 
crease in wages in textile mills and 
in glove factories it is expected that 
gloves will be higher priced this 
fall, to cover these increases. 

€ . * 


Red C.l. Tubing—A recent 
slight decline was made on 34-inch 
two-ply red C. I. tubing. 

+ — *% 

Electrical Goods—Few recent 

price changes are reported in elec- 
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trical lines, other than the drop in 
copper wires, already mentioned. 
Prices of flexible armored cable are 
holding steady. April industry sta- 
tistics, recently published by the U. 
S. Department of Commerce, show 
that sales of electrical goods whole- 
salers during April increased almost 
9 per cent over April, 1938, and 
gained 4 per cent above those for 
March. The department also re- 
ported that manufacturers’ sales of 
electrical machinery, apparatus and 
supplies during April increased 15 
per cent over last April. 


* * * 


Harness—Collars—Strapwork 
—Hides are selling at 144 to 2 cents 
per pound above a year ago, with a 
very firm market on leather. It 
seems likely, due to the small kill 
of cattle, that hides will go still 
higher before fall. This may mean 
an advance in harness, strapwork, 
and collars, when manufacturers 
have used up their present stocks 
of lower-cost leather. 


* * * 


Oil Heaters, Etc.—In the new 
prices on oil circulating heaters, an- 
nounced June 1, there is very little 
change, although slight reductions 
have been announced on some carry- 
over models. Dealers report the 
usual summer demand for stove-top 


ovens, and for small gas and gaso- 
line hotplates. There is a rapid gain 
in the popularity of electrical table 
stoves, and the self-contained elec- 
trical cookers offered now in many 
desirable brands. 


* * * 


Commodity Markets—Whole- 
sale commodity prices declined dur- 
ing the week ended June 10 to a 
new low for the year, due largely 
to weakening prices for farm prod- 
ucts. The Bureau of Labor Statis- 
tics wholesale price index fell to 
75.6 per cent of the 1926 average, 
and was 1.0 per cent below a month 
ago, and 2.8 per cent below a year 
ago. Prices of industrial raw ma- 
terials have remained steady, how- 
ever. Lead was twice advanced— 
June 14 and June 19—each time 5 
cents per 100 Ibs., to $4.85 New 
York. This fully restored the price 
cut of April 11. Copper production 
for May totaled 68,536 tons, 17 per 
cent above the April level. In spite 
of a slight rise in apparent con- 
sumption, stocks continued to in- 
crease and are now the highest since 
June, 1938. In terms of current con- 
sumption, stocks are equivalent to 
eight months’ supply. In contrast, 
foreign supplies are sufficient for 
about one month. Domestic prices 
for ingot copper have remained 
firm. Some fabricators on June 8 
reduced the price of bare copper 
wire 44 cent per lb., and of weather- 
proof wire 14% cent per lb. A stim- 
ulus for certain markets lies in the 
intended Government purchase, al- 
ready authorized, of $100,000,000 
worth of stocks of strategic and es- 
sential war materials in the next 
few years. The measure is intended 
to build up stocks of such materials 
as tin, manganese and rubber, which 
are not readily available from do- 
mestic sources and which are vital 
for defense purposes in war time. 
It also provides for development so 
far as possible of American sources 
of such materials. 

* * * 


Paint Sales—Sales of paint, 
varnish, lacquer and fillers in the 
first four months this year amounted 
to $117,453,068 against $110,201.,- 
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588 in the 1938 period, according to 
reports to the Department of Com- 
merce by 680 establishments. April 
sales were slightly off from a year 
ago. 

*% * * 


Sports Supplies—The variety 
of sports now popular with the 
American people has magnified the 
importance of this department in 
the modern hardware store. Added 
to the usual baseball, tennis, golf 
and croquet accessories, are now 
the almost-staple badminton and 
archery supplies. Dog goods are of 
year-around importance—and cam- 
eras fit in popularly now, in stores 
never interested before. 

* * * 

Lawn Mowers, Etc.— With 
the current season’s demand past 
its peak, general reports are of a 
good volume of mower sales, late 
orders being enhanced by recent 
rains. Lawn and hedge shears and 
irimmers are still selling actively. 
Mower manufacturers are already 
talking of 1940 season plans, with 
the trend toward better, larger and 
lighter machines. This has been a 
good season for lawn fertilizers. 

* *% * 


Tools and Handles—Carpen- 
ters and builders have ordered re- 
placement tools of expert quality 
somewhat more generously this sea- 
son, under the encouragement of 
better building, but chief tool ac- 
tivity still centers in the popular 
“service” qualities used by farmers 
and householders. Fall orders for 
axe handles, and current demand 
for other hickory handles, are rea- 
sonably active. 

* & * 

Other Active Lines—Vacuum 
bottles and kits, and popular price 
wrist watches are enhanced in sales 
during the vacation season, and 
there is also a bulge in summer 
sales of low-priced safety razors, 
and of blades.: Polaroid goggles are 
increasing in demand. 





* & * 

Bicycle Exports, Imports — 
The United States shipped abroad 
1316 bicycles valued at $29,027 in 
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the first four months of 1939, an 
increase of 30 per cent in value 
compared with the 1938 figure, ac- 
cording to the Specialties Division, 
Department of Commerce. During 
the same period. exports of bicycle 
parts and accessories, except tires. 
were valued at $49.52]. or 5 per 
cent larger than the total of $38.- 
939 for the corresponding 1938 pe- 
riod, statistics show. Imports of 
bicycles and parts, except tires, in 
the January-April period of this 
year amounted to $73,168, which 
was 13 per cent less than the total 
of $84,323 for the corresponding 
1938 period. 


* * * 


Toy Exports Increase — Toy 
exports from the United States in 
the first four months of 1939 were 
valued at $616,617, a gain of 16 per 
cent over the corresponding 1938 
period, according to the Specialties 
Division, Bureau of Foreign and 
Domestic Commerce, Department of 
Commerce. Foreign sales of chil- 
dren’s wheel goods valued at $37,- 
885, rubber toys and balls, $44,528, 
and rubber balloons, $102,822, in- 
creased 8 per cent, 21 per cent, and 
5 per cent respectively in value com- 
pared with the first four months of 
1938, statistics show. Imports of 
toys in the 4-month period were 
valued at $328.126, a decrease of 
13 per cent compared with $376,923 
for the corresponding period in 
1938. The $102,381 value of April’s 
toy imports was 49 per cent larger 
than the $68,743 valuation recorded 
for April, 1938, according to the 
Department of Commerce. 


* * * 


May Building Contracts — 
New construction and engineering 
work undertaken during May at- 
tained the highest level for any May 
since 1930. Total contracts for May. 
1939, amounted to $308,487,000 for 
the 37 eastern states, according to 
F. W. Dodge Corp., New York City. 
This total represents a gain of 9 
per cent over May of last year, but 
shows a decline of 7 per cent from 
April of this year. According to 
Thomas S. Holden. vice-president 





in charge of the Statistical and Re- 
search Division of F. W. Dodge 
Corp., the most significant develop- 
ment in the May contract record 
occurred in private construction 
which has shown marked increases 
since the beginning of this year. 
Mr. Holden stated that privately- 
owned construction for May totaled 
$173,730,000, which was 25 per cent 
ahead of last year and 2 per cent 
above the April, 1939, figure. For 
the first five months of this year, 
this class of construction is 36 per 
cent ahead of the same period last 
year. May contracts for total build- 
ing, comprising residential and non- 
residential work, amounted to $210,- 
567,000 as compared with $209,061,- 
000 for April and $160,924,000 for 
May of last year. Contemplated 
projects for all classes of construc- 
tion totaled $414,486,000 for May. 


* * * 


Steel Production—Despite a 
flattening out in new orders for 
steel, the rate of ingot production 
this week has risen two and a half 
points to 55 per cent, within one 
point of the highest weekly record 
this year in the week of March 12, 
reported the June 22 issue of The 
Iron Age. A considerable part of 
the improvement occurred in_ the 
Pittsburgh and Youngstown dis- 
tricts, with a rise of seven points to 
47 per cent in the former and one 
of four points to 55 per cent in the 
latter. In the Pittsburgh district a 
plant that had been idle pending 
the accumulation‘of sufficient orders 
resumed production. Orders for 
semi-finished steel and finished steel 
in the aggregate compare favorably 
with those received during the same 
period in May, but, except in heavy 
steels for construction work and in 
flat rolled products being taken out 
against recent commitments, the vol- 
ume is showing no appreciable 
gains. Unless sheet and strip speci- 
fications come in more rapidly, the 
present rate of ingot production 
may not be maintained during the 
next few weeks, although the pros- 
pect still appears to be good for a 
further step-up several weeks hence 
when automobile manufacturers are 
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The Hardware Age Blackboard 


Of Wholesale Harduare Sales and Collections on Accounts Receivable 
By Geographic Regions, For April, 1939 


(COMPILED BY THE t S. DEPARTMENT OF COMMERCE, IN COOPERATION WITH THE NATIONAL ASSOCIATION OF 


CREDIT MEN 


Percent** of collections 
Bae : during month to 
Firms | Firms accounts receivable at 
Re- April 1939 Re- beginning of the month 
porting percentage Thousands of Dollars porting 
Sales change from Collec- 
tions 


Sales Reported 


April Mar. April April April April Mar. 


1938 1939 pK} ) 1938 1939 1938 bEK}) 


NEW ENGLAND + 0.2 53 48 52 


MIDDLE ATLANTIC ; 4 | 49 49 49 
EAST NORTH CENTRAL , © 6 | 53 622 
WEST NORTH CENTRAL at 8 | sa | 62 | 60 
SOUTH ATLANTIC 60 «(49 48 ) 
EAST SOUTH CENTRAL ma EHS 29 «| «56 64 


WEST SOUTH CENTRAL 64 62 





MOUNTAIN +11. + 9, 54 49 
PACIFIC + 6. A 54 50 
UNITED STATES, TOTAL t 6. , 53 52 











“tates comprising regions: South Atlantic (Del., D. C., Fia., Ga., Md., N. C., 8. C., Va. 
New England (Conn., Maine. Mass., N. H.. R. 1. Vt.) Ww. Va.) 
Middle Atlantic (N. J.. N. Y¥.. Pa.) East South Central (Ala., Ky., Miss., Tenn.) 
: ee eee See , ™ West South Central (Ark., La., Okla.. Texas) 
East North Central (Ill., Ind.. Mich.. Ohio, Wis.) Mountain (Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, 
West North Central (lowa, Kan., Minn.. Mo., Neb.. N. D., Wyo.) 
8. D.) Pacific (Calif., Ore., Wash.) 








**These figures should not be related to sales figures for current month. 
te accounts receivable at beginning of month. 


heavily for 1940 
model production. 


ordering more 


Sales Trends in June—Late 
reports from representative retailers 
show the gradual oncoming of the 
inevitable “summer quietness.” With 
schools closed, and the vacation 
season definitely on. shopping in 
the hardware stores now is directed 
chiefly to seasonable essentials. In 
the cities and towns. this includes 
always, in June, preparatory buying 
for summer travel—and the month 
again is proving itself a peak pe- 
riod in sales of luggage. cameras, 
fishing tackle, and other outing and 
touring supplies. For the stay-at- 
homes, the season’s let-down toward 
easier living and more recreation is 
bringing a heavy call for lawn and 
porch furniture, fans. table glass- 
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{ ° 
ware. and the paraphernalia for 


tennis, golf and croquet. Among the 
less “relaxing” of current summer 
purchases are lawn mowers, hose 
and sprinklers. and hedge and gar- 
den tools—this year with a better- 
than-usual volume. And _ always, 


Worms and Minnows 

He liked to go fishing himself 
when he could get away, so a 
hardware dealer operating in a 
lake region in Wisconsin conceived 
the idea that he would make it 
convenient for his customers to 
obtain minnows and angle worms. 
Accordingly, he engaged several 
young boys and paid them a small 
sum per dozen to obtain the bait 





They represent only ratio of collections during that month 


from the more strenuous summer 
life of the farm population, comes 
a heavy June call for hand farm 
implements, haying tools, rope, 
dairy and poultry supplies, and the 
essentials for protecting, gathering 
and storing the crops. 


for him. The minnows were kept 
in a water tank and the worms in 
buckets full of ground in a cool 
spot in the basement of the store. 
Those who received the free bait 
were so grateful that few of them 
left without purchasing something 
from the store. And without try: 
ing to pun, it can be truthfully 
said that this hardware man did a 
“whale” of a fishing tackle and 
supply business. 
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IN DETROIT ITS 





The BOYER-CAMPBELL Co. 
and 
BUHL SONS COMPANY 


who are ready with ample stocks of Bernard Pliers, Punches, Nippers 
and other Plier Action Tools to meet your requirements. 

These two fine distributing companies as well as leading industrial 
concerns know that Bernard Tools are an absolute necessity in the 
production line of most industries and that there are no subtitutes 
for Bernard Tools. 

Bernard Plier Action Tools are the tools of industry. 

We invite your consideration of Bernard Tools—whether standard 
or special design — for cost saving on many operations. 


MADE 


a U.S.A. BY 


THE WM. SCHOLLHORN CO. 


NEW HAVEN, CONN. 



















Your Homein 


Niagara Falls | 





Hotel Niagara, a modern fireproof 
hotel within two blocks of all trans- 
portation lines, a block from scenic 
Niagara, and central to everything. 
Delightful outside rooms with private 


bath from $3.50 up. 


Send for free maps and folders. 








HOTEL NIAGARA 


First Street at Jefferson Ave. 


een FALLS, N. Y.= 





JUNE 


29, 1939 































BOMMER 


Spring Pivot Hinges 
Type 15 


A Superior Quality 
Hold-Open Feature 
Adjustable Spring Tension 
Door Alignment Feature 
Reversible Side Plates 
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Bommer Spring Hinge Co.—Brooklyn, N.Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 














SELL THEM BY THE SET 


Divide sales effort and multiply profits by 
selling labor-saving Forstner Auger Bits by 
the set. Cash in on the need of every wood- 
worker for a complete size range of these 
all-purpose tools by offering them in con- 
venient, compact sets of 9, 11 or 17 bits. 


Forstner Bits, unlike others, are guided by 
a circular rim instead of a center or level. 
The entire cutting surfacé is working at all 
times leaving a clean, smooth hole regard- 
less of knots 
or grain direc- 
tion. 


















Write now for 
catalog which 
describes the 
entire line of 
Forstner Bits 
for hand and 
machine bor- 
ing. 






PROGRESSIVE MFG. CO 
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FOR RETAIL 
HARDWARE 
> FORRES 


New and Improved Merchandise—D1splay Helps—Sales Literature— 


Window Trims— New Packages — New 


Self-Oiling Door Hanger 


This Cannon-Ball hanger is said to 
eliminate all chance of rust, oiling 
nuisance and doors sticking or rolling 


THIS QUANTITY OF 
Of, GOES IN EACH 
CANNON BALL WHEEL 





hard. Each Cannon-Ball wheel is a 
hollow pressed steel ball, the hollow 
space being packed with felt. Into thi- 
oil is injected at the factory, a pint in 
each dozen pairs of hangers. This keeps 
extra-long bearings constantly covered 
with a film of oil. Starline. Inc., Har- 
vard, Ill., or Albany, N. Y. 


Aluminum Sewing Machine 


This Model D rotary machine of cast 
aluminum weighs only 13% Ib. in 
portable form. Has concealed take-up 
and concealed spool pin, reverse action 





and sews backward and forward. 1) 
the 11 places where bearings are 
needed. bronze has been used. One lever 
controls both stitch size and the back- 
ward and forward sewing. Needle-poini 
light focuses directly on needle ani 
material. A new feeding mechanism 
with 54 teeth and a new method of 
winding bobbins are used. National 
Sewing Machine Co., Belvidere. Ill. 


Sash Pulleys 

The Grand Rapids Hardware Co., 
Grand Rapids, Mich., has announced a 
complete line of sash pulleys for the 
new narrow trim window frames. The 
line includes both open and covered 
face pulley, fitting mullions of less than 
3-inch width and side-casings as _nar- 
row as 2% in. The company has also 
developed a new overhead type pulley, 
No. 155, which is completely concealed. 
It is seated % in. in head jamb and 
held snugly in place by mortise and one 
screw, making for least possible air 
leakage and assuring permanent rigid 
ity. Pulley has a full 1% in. wheel and 





\%4-in. axle. Flat sash weights are used 


with these narrow trim pulleys, four of 
these taking the place of eight round 
weights in a typical double frame in- 
stallation. The company has available 
an eight-page booklet, No. NT-1, on the 
subject of sash pulleys for narrow trim 
insulation. 





Colors — Catalogs 


Combination Padlock 


No. 04953 for schools, clubs and in- 
stitutions. Maker states padlock is 


strong, dependable, fool-proof and sim- 





ple to operate. Dial moves fast and 
noiselessly. Padlock has die cast case 
and dial together with brass tumblers. 
Case is 1-13/16 in. in diameter. There 
are 40 raised graduations on dial. Nu- 
merals are clearly visible. Eagle Lock 
Co., Terryville, Conn. 


“Dandy” Corn Cutter 


Cuts kernel whole from the cob and 
kernel falls through a slot into re- 
ceptacle below. Will cut either cooked 
or raw corn. All parts are tin plated. 
New Standard Corp., Mount Joy, Pa. 
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Ammunition Sample Cases 


Salesmen for the Western Cartridge 
Co., East Alton, Ill., and the Win- 
chester Repeating Arms Co., New 
Haven, Conn., are using a sample kit 
which shows various construction fea- 
tures of ammunition made by the 
companies. Shotgun shells have cut- 
away windowed sections. Cross-sec- 
tioned metallic cartridges show the 
head-construction of rim and rimless 
type cartridge cases and the various 
types of bullets. Bronze plate displays 





fued bullets to show the amount of dis- 
integration or expansion. Case is of 
deep brown leather in modernistic de- 
sign and chrome hardware. 


Nesco Water Cgolers 


Has galvanized reservoir built to ac- 
commodate large piece of ice and inset 
cover to retain cold. Comes with large 


8-In. Floor Sander 


Maker states it has numerous pre- 
cision-like qualities yet is simple in de- 
sign and construction to insure easy 
operation by amateur or professional. 
Has heavy duty induction repulsion 
type motor, standard, “non-Slip” V-beit 
yower transmission. efficient vacuum 
system which draws up dust on either 
forward or backward strokes, and 
unique method of sandpapering on a 
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plated brass push button or lever 
faucets. Maker states it is scientifically 
insulated. Made in four sizes to answer 
all requirements. Modern black trimmed 





white japanned finish. National 
Enameling and Stamping Co., Mil- 
waukee, Wis. 


Appliance Plug 


“Handy” appliance plug is easy to 
use. Cap is removed, wires are merely 
separated and inserted and cap is re- 
placed. Plug is said to be absolutely 
trouble-proof. It cannot be taken apar 
except for cap. Retail price 25 cenis 





each. Each is mounted on display. 
Albany Sales Co. of N. Y., Inc., 341 
Madison Ave., New York City. 
















soft, resilient sponge rubber covered 
drum. Furnished in highly polished 
aluminum and chromium finish with 
contrasting jet black fixtures. Clarke 
Sanding Machine Co., Muskegon, Mich. 








DISPLAY acme 


Corrugated Fasteners 

















THE EXTRA’ SELLINGITEM 
THAT ASSURES 2xtr2Sales 


if your customer works with wood, he can 
use Acme Tack-Point Corrugated Fasten- 
ers. That’s why they’re such a fast-selling 
item — nearly everybody uses them. Dis- 
played in a convenient, attractive package, 
Acme Corrugated Fasteners provide an 
eye-appeal that will ring up plenty of 
extra sales on your cash register. 

Stronger joints on all kinds of wood prod- 
ucts are made easier, faster with Acme 
Tack-Point Corrugated Fasteners — long 
beveled points, sharp cutting edges pene- 
trate, but do not crush the wood fibers. 
The two pieces of wood are drawn closer 
together by the divergent feature. 





PACKAGED IN 3 POPULAR SIZES 


In each package there are fifty fasteners of one 
size—%x4, x5, %x5—12 boxes to a display 
carton. For larger demands Acme Corrugated 
Fasteners are available in: standard cartons of 
250, 500 and 1000 fasteners; 100 to a box, 10 
boxes to a caston; and in 25, 50 and 100 Ib. lots. 
A sample package will help you determine their 
sales possibilities for yourself. Send for one. 


IF YOUR JOBBER CAN'T SUPPLY YOU 
WRITE US DIRECT. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Avenue, Chicago, Ill. 
Branches and Sales Offices in Principal Cities 

MAIL COUPON 
FOR FREE SAMPLE 








Acme Steel Company, 
2838 Archer Ave., Chicago, Ill. 


Gentlemen: 


Send me, without charge, a samp!e 
box of Acme Tack-Point Corru- 
gated Fasteners. 


Name 
Address 
City State 
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Poly-choke Equipped Guns 





The three Poly-choke-equipped guns 
announced by the Savage Arms Corp.. 
Utica, N. Y., offer variable choke at 
the twist of the fingers. Nine degrees 
of choke are available in each gun. 


Household Cleaner 


“Soilax”— said to change hard wate1 
into a soft solution used for wall wash- 
ing, paint cleaning, and for such gen- 
eral uses as cleaning woodwork. floors, 
silver, giass, etc. It doesn’t make suds. 





Attractive display card and advertising 
display kit containing a 22-piece set of 
window streamers and store hangers. 
available. Economics Laboratory, 911} 
Guardian Bldg., St. Paul, Minn. 


“Pin-It-Up” Lamp Display 
No. DD2 features “light condition- 
ing.” Has transparent pane!s showing 
“Pin-It-Up” room scenes which cai be 
lit from the back. Colors, green, brick 
red, buff and black. Display may be 
used on cashier’s counter, appliance 








rhis is said to enable the shooter to 
use his gun successfully for all kinds 
of wing shooting. This feature is built 
into three different styles of shotguns 
and two automatic .22 cal. rifles. 


tables, etc. Size, 31 in. wide by 21 in. 
high. Also available in large size 
46 in. wide by 35 in. high, holding four 
lamps. Price of smaller display, $1.50 
and of larger display, $3.00. Railley 
Corp., 6611 Euclid Ave., Cleveland, 
Ohio. 


Hole Saws 
Skilsaw, Inc., 5033 Elston Ave., Chi- 


cago, IIl., is making a new line of hole 
saws made in one-piece of 18 per cent 
Tungsten high speed steel. Diameters 
range from % in. to 3% in. and are 
used with electric drills of % in. ca- 
pacity or larger for cutting holes in 
sheet metals, pipes, cast iron, wood, 
tile, plaster, marble, Bakelite and other 
composition materials. 


Glass Towel Bars 





The Kimble Glass Co., Vineland, N. J., 
announces a new line developed for the 
hardware trade consisting of glass towel 
bars to retail under $1.00. 








“Big Hand” Scrapers 


Have two serrated edges to plow off 
the old surface and two straight edges 
to cut smoothly. Packed 12 in a two- 
color display box. Scrapers come in two 
sizes. Smaller size retails for 35 cents 





and larger size for 50 cents. Hook 
Scraper Co., 97th Ave. and 219th St., 
Queens Village, N. Y. 


Flat Iron Rest 


Leaves all of ironing board free for 
working space. Of steel construction, 
sides are turned up to hold iron safely. 
Rubber rests prevent marring of floor. 





The Deluxe model, shown, retails for 75 
cents. Dealer’s discount, 40 per cent, 
f.o.b. Chicago. Zim Mfg. Co., 3037 Car- 
roll Ave., Chicago, Ill. 





Gold Label Nozzle Display 


This attractive display card fits into 
the front cover of the special display 
box. Two nozzles can be taken out of 
box and mounted on the card. The re- 
maining nozzles can be sold from the 
box. Card is free with every two doze. 
nozzles. H. B. Sherman Mfg. Co., Battle 
Creek, Mich. 
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PRESSURE. 92> 


e= Feature the fastest Feature ~~ super- 
sellin oes safe “Model C” NA- 
oon. . NATIO ONAL! 4 TIONAL, the —— 


of § pressur k 
of 5 vresvare cookes ers in use step in pressure 


Feature the nation- 










joule 
the government, state agri 

tural depts., universities, ex- 
perts everywhere - - NATIONAL! 


Write your jobber for oungeee details of 
the world’s Finest "> cookers. 





Lae 


PRESSURE COOKER 


EAU CLAIRE. WISCONSIN 











Follow the LEADER 
in ‘‘Want Ad” Advertising— 


In every trade there is always a leader. I|n 
the Hardware Trade it is Hardware Age. 
Classified as well as National advertisers 


have found it out. 


Year after year HARDWARE AGE has led 
its field in the volume of classified as well 
as display advertising. Its classified col- 
umns bring together buyer and seller, em- 
ployer and employee. 

Those who contact the hardware trade 
know from experience that HARDWARE 


AGE is the logical medium to use to secure 
RESULTS from their classified advertising. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 
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Collect COLD CASH 
CHILLY SPOTS 
































UNITED STOVE CoO., Ypsilanti, Mich. 


Quality Oil Cook Stoves and Heaters 

















CAN OPENER 
COMBINATION 


CAN OP aa 
TOO. Steet Be 









Order No. 160-B.C. Vaughan’s Improved CAN OPENER 
COMBINATION ... BOTTLE OPENER... CORK SCREW 

. AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combination on the market, 
at a popular price. Packed on individual display cards. One 
dozen to the box. A fine seller. Send for prices. 


Vaughan's 
SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seller. More than fifty mil- 
lion sold. Individually packed on 
three-color display card. Two 
dozen to the box. Order now. 


VAUGHAN NOVELTY MFG. CO. INC. 





3211-25 CARROLL AVE. CHICAGO, ILL. 









SELLERS 
THAT 
SELL 
THEMSELVES 


Red Devil Wood Scrapers 
are popular in tyles 
quality and price. Two 
harp blades —long wear 
ing — quickly replaceable 
No screws or bolts. Bright 
red wood handles. Three 
size yn -Easel Display 
which has curiosity arous 


ing, light reflecting top 


LANDON P. SMITH, INC. 
IRVINGTON, N. J. 


GLASS CUTTERS * GLAZIERS POINTS * GLASS PLIERS 
PUTTY KNIVES » WOOD SCRAPERS * PAINT CONDITIONERS 











TIME TO SPEAK 
WITH 
RESERVATIONS 





Of course you're coming to the an- 
nual meeting of the National Retail 
Hardware Association in Cincinnati 
at the Netherland Plaza, July 17 to 
21, 1939. Where there are 800 luxuri- 
ous rooms—where you have a 
choice of sumptuous food in four 
famous restaurants-— where you're 
right in the center of everything. 
But be wise—make your reserva- 


tion NOW! 


NETHERLAND PLAZA 


800 Rooms. Minimum room rate $3.00 
MAX SCHULMAN, Manager 


Directed by National Hotel Management, Inc. 


RALPH HITZ, President 











Gear Drive Padlock 


Only one moving part, actuated by 
key, opens and closes lock; rack and 
pinion movement; no release spring or 
latch.  Self-ejecting reversible key 
operates brass concentric tube locking 
mechanism. Shackle clearance sufficient 
for all purposes. One-piece housing is 
of tough, ductile, non-rusting cast al- 
loy. chrome plated. Each lock is wrapped 











in Cellophane. Colorful counter display 
with each dozen. The Wise Lock Co., 
2730 Grand Ave., Cleveland, Ohio. 


Oi) Burning Heaters 


The Washington-Plymouth Heatfloer 
and Heatstreamer are two new oil- 
burning heater models announced by 
the Gray & Dudley Co., Nashviile. 
Tenn. The Heatfloer is designed with 
a rectangular heating unit that is said 
to provide approximatély 80 per cent 
more radiation surface than the con- 
ventional type of round unit. It is cast 
iron construction with a stainless steel 














burner. Has three built-in air-ducts to 


increase circulation rate. Equipped with 


” 


a “Insta-Liter” which makes it possible 





to light the fire instantly by merely 
dropping a match into the firepot. The 
Heatstreamer is a low cabinet model, 
30% in. high and 30 in. wide. Heating 
unit is designed with extra large radia- 
tion surface and is equipped with three, 
full length hot-air tubes. “Ray-dors,” 
on each side, open to provide radiant 





heat. A fire-glow window is at the top 
front. Cabinet is finished in grained 
Carpathian walnut, porcelain ename! 
with bright chrome trim. 


Cost And Inventory Index 


Landon P. Smith, Inc., Irvington, N. J., 
manufacturer of painters’ and glaziers’ 
tools, has developed a new cost and 
inventory index for average paint, hard- 
ware and glass stores and for paint de- 
partments in hardware and glass stores. 
The index enables the dealer to deter- 
mine costs, resale prices, how purchased 
and sold, brands carried in stock and 
data on brands not in stock. Enclosed 
in bright red Fabricoid cover, the index 
has easily replaceable cards,* and in- 
cludes standard listing together with 
space for date, item number, unit, etc., 
for practically all standard products 
carried in the average paint store or 
paint department. It is available through 
wholesalers at $3.00 each or direct from 
the company’s Dealer Service Depart- 
ment by advising of name of wholesaler. 


HARDWARE AGE 























Nails Have 3000 Years of History 


(Continued from page 36) 


driven into wood. The resin forms 
a bond between the wood and the 
nail, thus increasing the holding 
power. 

The nails are mixed with pow- 
dered resin in a hopper leading 
into a revolving drum which is 
gas heated. As the drum revolves, 
the nails take on an even coating 
of resin, which adheres closely on 
cooling. 

The dies used on a nail machine 
have a dual purpose. They not 
only grip the wire during the 
operation and serve as an anvil, 
but they also impress upon the 
shank of the nail the “gripper 
marks.” Those marks, easily seen 
on any nail, are varied in num- 
ber, size or style by nail manu- 
facturers for purposes of identifi- 
cation. In addition, the dies are 
often used to apply a symbol to 
facilitate identification. 

The simple form of the ordinary 
nail has been changed and modi- 
fied so as to meet highly special- 
ized requirements. The length and 
diameter, the size of the head, the 
length and shape of the point have 
all been varied so frequently as to 
make the production of nails far 
more complex than might ordinar- 
ily be expected. The entire length 
of some nails is barbed by run- 
ning the wire through a set of 
toothed rolls just before the wire 
enters the nail making machine. 
The teeth penetrate the surface of 
the wire and produce a roughened 
surface which increases the hold- 
ing power of the nails. On small 
nails, barbing is more often done 
by the gripping dies rather than 
by a special set of rolls. 

There are: probably a hundred 
different types of nails and each 
type has many variations. Of 
course, the length and diameter are 
easily varied, but in addition there 
may be several kinds of heads and 
points and the surface may be 
smooth, barbed or coated. 


Holding Power of Nails 


Tests have been performed not 
only to determine the holding 
power of nails but also the hold- 
ing power of the wood itself. The 
holding power of a nail decreases 
as wood becomes aged if the nail 
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was originally driven into green 
wood with high moisture content. 
On the other hand, if a nail has 
been driven into properly sea- 
soned wood, the holding power 
increases with time. 

The type of nail which causes 
the least distortion in the fibers of 
the wood will have the greatest 
holding power. The point of a 
nail has a direct relation to the 
amount of distortion produced in 
the wood fiber but a nail which 
produces little distortion might 
produce splitting which also is ob- 
jectionable. Therefore, for gen- 
eral purposes, a moderately sharp 
point which causes a minimum 
amount of both distortion and 
splitting is ideal. 

Variations in the shape of the 
heads of nails are many. They 
may be flat, oval, conical, round 
or square. The under side of the 
head also varies in shape accord- 
ing to use. Some nails have dou- 
ble heads so that in temporary 
work they may be driven to defi- 
nite depths and then be easily 
withdrawn to permit further use of 
the lumber. Some nails, for floor- 
ing and trim work, are either head- 
less or have very small heads. 

Roofing nails ordinary have 
heads large in diameter. The metal 
in the head drives tight around 
the hole made by the nail, thus 
providing a seal against moisture. 

The use of the proper type of 
nail for a given purpose is a mat- 
ter of years of experience on the 
part of both users and producers 
of nails. The type of wood used 
for a certain piece of construction 
must also be considered. 

Nails are usually packed for 
shipment in 100 pound kegs. In 
such packages they reach the re- 
tail hardware store where they 
may be purchased by the keg or 
by the pound. In order to accom- 
modate small users, nails are also 
put up in packages as small as 
one-quarter pound. 

One of the best indications of 
the advances which nail producers 
have made along the lines of re- 
ducing the price of their product 
is that when a carpenter drops a 
nail nowadays, he seldom bothers 
even to pick it up. 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


RESIDENT Roosevelt’s letter to 
Congress in which he asked 
that plans to pass a resale price 
maintenance law for the District of 
Columbia be held in abeyance pend- 
ing the Federal Trade Commission’s 
report on state fair trade laws was 
answered on June 13 when the 
House approved the measure with- 
out opposition. It had previously 
been reported favorably by the 
House District Committee, which 
said that “the present bill is in no 
sense a general price-fixing act.” 
“It merely authorizes a manufac- 
turer or producer to enter into con- 
tracts for maintenance of his price, 
but the act does not compel him to 
do so,” the committee reported. “In 
other words, the act is merely per- 
missive. In effect, the bill is intended 
to increase competition and to pre- 
vent monopoly.” 

A similar bill was passed in the 
House last session but was blocked 
in the Senate by Senator King, 
chairman of the Senate District Com- 
mittee and outspoken critic of resale 
price maintenance. The Senator. 
who is sponsor of a bill to repeal 
the Tydings-Miller law, is expected 
to repeat his performance at the 
current session of Congress. 

While the District of Columbia 
measure would add another geo- 
graphical area to the 44 states where 
fair trade practice laws are on the 
statute books, probably more impor- 
tant is the test it would provide in 
Congress to see where individual 
members stand on the subject after 
more than two years of resale price 
maintenance under the Federal law. 

The House-approved bill origi- 
nally was reported favorably by the 
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House committee without public 
hearings. Citizens groups protested 
vigorously and hearings were sub- 
sequently held and completed by 
the committee on May 20. The 
President sent his letter on May 24; 
and the House approved the bill on 
June 13. 

The House acted to slightly lessen 
tax burdens and to slightly liberal- 
ize benefits under the Social Security 
Act on June 12 by passing and send- 
ing to the senate a bill to revise the 
law, representing the first successful 
attempt at revision after almost four 
years of experience under the pres- 
ent Act. Attempts to further liberal- 
ize the benefits so that amendments 
would more closely approach the 
Townsend Plan benefits were de- 
feated but are expected to be pushed 
again on the Senate side. 

Briefly, the changes approved by 
the House include the following: 

1. Old-age insurance taxes would 
he stabilized at 1 per cent each from 


employers and employees until 1942 
in lieu of advancing to 144 per cent 
each next year. Before the rate of 
2 per cent becomes effective in 1942, 
this change is estimated to save con- 
tributors $825,000,000. 

2. States maintaining unemploy- 
ment reserve funds and unemploy- 
ment benefits of a required standard 
may reduce their contributions; 43 
states would be able to do this in 
1940, at an estimated saving of 
$250,000.000 to employers in that 
year if they all took advantage of 
the provision. Average rate for em- 
ployers could be reduced from 2.7 
per cent to 2 per cent. 

3. A change which is expected to 
save employers $65,000,000 a year 
is a provision in the bill calculating 
unemployment insurance taxes from 
employers on the first $3000 of each 
employee’s earnings, instead of the 
entire payroll as at present. 

4. A saving of $15,000,000 to em- 
ployers is expected to result from 
refunds and abatements to those who 
paid their contributions to state 
funds late. 

5. Old-age insurance benefits to 
pensioners, aged wives, widows, 
children and aged dependent parents 
in 1940 instead of 1942 as provided 
in the present law. Although this 
would increase previously estimated 
outgo on accounts during the years 
1940 to 1944 inclusive by an estima- 
ted $1,200,000,000, the total estima- 
ted outgo would be about the same 
as now provided over the next 45 
years. 

With the exception of one change 

matching state contributions dollar 
for dollar and increasing Federal 
participation in assistance to the 
blind from a maximum of $15 a 
month to $20—the measure passed 
by the House incorporates all the 
recommendations made by the Social 
Security Advisory Committee. 





55 Years Old and 
No Rust! 


HE value of heavy galvanizing 

is well illustrated by this shingle 
nail which was found near Triechler, 
Pa. It had given 39 years of ser- 
vice on the roof of a quarry build- 
ing and had lain on the ground for 
16 years since the building was 
razed. Because it had not rusted it 
was thought at first to be zinc, but 
examination showed it to be an old 
style, wrought iron nail heavily gal- 
vanized. In spite of the fact that 
the galvanizing was quite irregular 
and had nearly disappeared in mi- 





nute area, a heavy coating still re- 
mained—ample to protect the iron 
from rusting. 





Unrusted for half a century. 
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SPRING HINGES 
Silent Action 


Architects and Builders’ 
Hardware Engineers realize 
the importance of silence in 
a residence, hospital or 
school. 


The Relax Double Act. 
ing Spring Pivot-Hinge op- 
erates quietly, slowly and 
with few oscillations. It is 
economical in the cost appli- 
cation and maintenance. 





Relax 
Type 6001 
Spring Pivot-Hinge 


The “spring action release” permits the door 
to be placed open at any desired position. The 
door will not stand open unless the spring 
action is purposely disengaged. This avoids the 
annoyance of doors unintentionally left open. 


Chicago Spring Hinge Company, 
CHICAGO NEW YORK 
U.S.A. 








239 West 39th St.. 





Just One Insertion 
Sold This Hardware Store 


A well established hardware dealer wanted to sell 
his business. He ordered a fifty-word advertise- 
ment inserted in four issues of the classified 
section, under 


Business Opportunities 
In Hardware Age 


After one insertion he wrote us: 


"The ad appearing in your Hardware 


} Age brought so many results, that the 


store is sold, and it is not neces- 
sary to issue any more. The inquiries 
came in, in more than a sufficient 
amount for me to decide my moves." 


Just another example of how the classified sec- 
tion of HARDWARE AGE brings quick, tangible 


results to advertisers. 


HARDWARE AGE 


Classified Opportunities Dept. 
New York City 
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LADDERS 


Rich extra quality ladders 


every purpose will 


boost your ladder sales. 


Prompt shipments from 
strategically located ware- 
houses. 


Order from your Jobber. 


THE RICH LADDER & MFG. COMPANY 


1009 Depot Street 


Cincinnati, Ohio 








ie DIPLE 


a AND V SET SCREWS, 
5317 Grant Avenue 





Extra Profits for 


CAP SCREW 
Sellers 


Let TRIPLEX Cap Screws 


“make money for you—they 


speed assembly, banish mis- 
fits, give customers insurance 
against breakage. Here's a 
cap screw of fine steel, strong, 
uniform, accurately threaded. 
Shaved heads, washer faced, 
full finished—they look their 
quality, protect your judg- 
ment in buying them. Ship- 
ping service geared to your 
needs. Send for free sam- 


ples and prices, today. 


—— 


BOLTS, NUTS AND RIVETS 
¢ Cleveland, Ohio * 
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by American workmen 
from American materials 


F course more retailers sell 

Oneida Victor. Jump and New- 
house Traps than any other make 
they find it profitable. 


Partly, too, because they are keen 


because 


business, men who respect quality. 
like Victor, in the products they sell. 
But we believe that the retailers who 
sell our lines are also glad to know 
that every trap we produce is made 
by American workmen out of Amer- 
ican-produced materials. 


VICTOR TRAPS 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PENNA., U. S. A. 











GIS an 


#3 Gem Stoppers 
ARE Preferred— 


®Because of lithographed 








metal pictures perma- 
nently set into the blank. 





Because of folding wire 
fasteners:secured in sock- 
ets raised from metal of 


the blank. 


Ask your Wholesaler for 
#3 Gems, or write us 
for reference. 


J. L. CLARK MANUFACTURING CO 


ROCKFORD. ILLINOIS 
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In Honor of 45 Years of Service 


_—. 145 years of association 
with the Clark Witbeck Co.. 
wholesale hardware concern of 
Schenectady, N. Y., Miss Mary L. 
Richmond announced her retirement 
from. the company which she had 
served as treasurer as announced on 
page 68 of Harpware Ace, June 1. 
1939. Below we present, with the 
kind permission of the Clark Wit- 
beck Co., an original poem written 
in her honor and read at a banquet 
tendered her by company employees. 


The mantel clock on the shelf awoke. 
A buzzing within his head 
Gave warning that soon the midnight 
stroke 
Would waken his friends from bed. 


The hollow chisel with hollow groan. 
Awoke just a bit on edge. 

(He’d been out driving the night before. 
With the mallet and 4-lb. sledge.) 


The garden hose stretched himself at 
length. 
The drill press awoke with a roar. 
And turning a bit he called to his 
friends 
In the Witbeck Hardware Store. 


“We've business on hand,” the drill 
press said. 
“We've important things to do.” 
The thumbtacks, nodding their heads. 
replied, 
“We'll stick right here until you're 
through.” 


The needles opened their well-drilled 
eyes. 
The auger looked slightly bored. 
The cowbell started to wave her tongue: 
“Shut up,” the drill press roared. 


“Tomorrow’s a most unhappy day, 

For I’m sure that you all must know. 
After forty-five’ years of service 

Miss Richmond is going to go.” 


The oil can shed a tear of oil. 
The tack hammer hung his head. 
The kettle started to boil with rage. 
“It’s a shame!” the anvil said. 
*Perhaps,” said the rope, “I could hold 
her!” 
(The chain said he’d help of course.) 
Said the block, with a sob, “I should 
tackle the job, 
sult we mustn't resort to force.” 


The transom spoke with a catch in his 
voice, 

“Though it’s hard to speak through 
pain, 

The best of friends must some day part.” 

“You're right,” said the carpenter's 
plane. 


The coal bag opened his mouth to speak. 
“If she is determined to go, 
Let’s buy her a present, a gift of some 
sort, 
Our love and devotion to show!” 


“Well done,” said the skillet, “You're 
right. 
We'll buy her a present that’s fit.” 
“Though I haven’t too much,” said the 
drill, 


“I’m willing to give you a bit.” 


The clock showed his interest and said. 
“IT think we should do as you've 
planned. 
We'll buy her the present you think she 
would like, 
And I gladly will give you a hand.” 


The hatchet (inclined to be bossy) 
Spoke up with a sharp, cutting voice. 

“Don’t think that I’m losing my temper. 
But who will decide on our choice?” 


“Hold on,” said the vise, “don’t be 
hasty.” 
“Don’t lose your head,” said the axe. 
The calipers muttered, “Precision.” 
“You'll soon see our point,” said the 
tacks. 


The drill press spoke up with a rumble. 
And asked for a quick volunteer. 
Who'd purchase the gift that they 

wanted 
To give to this friend they held dear. 


The saw, who’d been brushing his teeth, 
Rose up to his length and he said. 
“The ten-penny nail should be buyer 
Since he was the one with the head!” 


And so was the matter decided, 
And the ten-penny nail went to roam 
For a gift, and when he was finished 
The claw hammer drove him home. 


They then put their gift in the office. 
Away in the back of the store, 

And crawling right back on the shelves. 
They started to sleep and to snore. 


So we found their gift in the office, 
Along with a note which said, 
They'd like to have said good-bye them- 
selves, 
But you’re sleeping when they leave 
bed. 
We bring you the gift which they left, 
And read you their message, too. 


And néedless to say, they’re the same 
Good wishes that we offer you! 


Hog Ringer 


Adjustable to fit all standard rings. 
Inserting rings made. easy by patent 
spring which holds rings when both 
hands are occupied. Ringer is of mal- 
leable casting and is reinforced at all 
H. H. Lindeman, Applington, 


points. 


lowa. 


THE RINGER WITH THE SPRING 


ie THE SPRING HOLDS THE RING 
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Mississippi Dealers 


Favor State Sales Tax 





M. V. MORGAN 
Retiring President 


“7p ARDWARE dealers of Mis- 
H sissippi at the 33rd annual 
convention of the Missis- 
sippi Retail Hardware and Imple- 
ment Association at the Buena Vista 
Hotel, Biloxi, endorsed the state’s 
efforts to enforce the mandatory 
clause requiring payment of the 
~tate 2 per cent sales tax. 

Another resolution adopted at the 
meeting held June 12 and 13 asked 
the dealers to work with the jobbers 
through a trade gommittee to curb 
unfair practices and a third opposed 
legislation favoring stricter control 
of sales of ammunitions and _fire- 
arms. 

C. H. Everett, Everett Hardware 
Co., Jackson, was elected president 
of the association to succeed M. V. 
Morgan of Columbus. J. W. Dees, 
Dees Hardware, Hazlehurst, was 
named vice-president and D. O. 
Mansfield, Jackson, was reelected 
~ecretary. 

Retiring President Morgan and 
\. B. Crawford, Tylertown, were 
named on the advisory committee. 
[The officers and F. C. Rowland, 
Charleston; G. E. Payne, Hatties- 
burg: George Nassor, Shelby, and 
4. A. Senter. Macon, constitute the 
new district governors. 

Hobart M. Thomas of the N.R. 
H.A. pointed out that women influ- 
ence 85 per cent of all retail pur- 
chases, and therefore it is the wo- 
men’s opinion that hardware dealers 
must be interested in. 

“In the final analysis showman- 
ship plays a large part in salesman- 
ship,” he said. “The better hardware 
stores of this country are meeting 
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competition service for service and 
price for price.” 

G. E. McMakin, sales manager, 
The Belknap Hardware & Mfg. Co., 
Louisville, spoke on the opportuni- 
ties of National Hardware Week and 
expressed surprise at how few Mis- 
sissippi dealers had observed the 
week. Paul M. Mulliken, vice-presi- 
dent, Simmons Hardware Co., St. 
Louis, Mo., spoke on “Yesterday, 
Today and Tomorrow.” 


W. T. Pate, Mississippi FHA di- 


rector, painted a picture of the new 
construction in Mississippi. He said 
that the FHA had 320 homes under 
construction and that the agency had 
made 3500 loans in Mississipi, with 
70 per cent being for new construc- 
tion, and some $4,000,000 spent on 
repairs and alterations. 

Mr. Pate said that 1700 loans had 
been made in the state capital of 
Jackson, two-thirds were for new 
homes and that the FHA had taken 
over only 12 pieces of property in 
Mississippi. 

During the open forum discussion 
the necessity of putting forth efforts 
to continue distribution of merchan- 
dise through regular trade channels 
from manufacturer to retailer was 
stressed. The board of directors was 
authorized to work with the jobbers’ 
association to try and hold to this 
method of distribution. 

Speakers included: S. G. Thigpen. 
Picayune; Guy Stewart, Fulton; 
C. K. Anderson, Gulfport; C. H. 
Everett, Jackson; John O’Neal, 
Vicksburg; W. H. Fincher, Lexing- 
ton; M. B. Waring, Tylertown, and 
others. 

At the annual banquet Carl Mar- 
shall, Bay St. Louis, was the speake: 
and Secretary Mansfield was toast- 
master. 

The individual dealer still handles 
two-thirds of all the retail sales in 
the United States, President Morgan 
said in his annual address. “The 
individual store represents 86 per 
cent of all the stores in the United 
States,” he stated. “When the indi- 
vidual store has been able to main- 
tain its position not only in the face 
of competition from other individual 
stores, but in competition from other 
methods of distribution like chains 
and cooperatives, it must mean that 
the individual retail store is meeting 
a need and filling a place.” 


GRINDER 


Real Quality Miniature Tools 


Carrying an intervationally known tov 
name. Correctly designed, correct op 
erating speeds, genuine high torqur 
drill motors. 1000 RPM DRILL, Dire 
cast handle, and ar case, and blue 
crackle steel handles 4%” i» 
steel, $7.95. 20, RPM GRINDER 
to match more efficient design, more 
power $5.95. A double sale oppor 
tunity—the Drill and Grinder with 5 
accessories..in a fitted steel carrying 
case, $14.95. A Stand that convertr 
these tools into a lever fed drill pres- 
or precision grinder, $3.95. A com 
plete line of Aecessories—Stock Dis 
play Boards; -Cireulars, Electros, an 
national adv@tising. Ask your jobber 
or write irect for catalog sheete 
mailing and eounter circulars and dis 
counts. . 









Every SpeedWay Griniler 
sold builds repeating 
accessories business 






DRILL AND 
RINDER SET 


SPEEDWAY MFG. CO 
1836 S. 52nd Ave 
Cicero, Iinois 











Attractively Packaged— 


PLYMOUTH RUBBER COMPANY, tae. 














SLIPKNOT 
- FRICTION - 


TAPE 





Highest in Quality, 
Competitive in Price— 


Sold only through 
reputable wholesalers. 


CANTON, MASS. 














W. D. HEESOM, born 
June 14, 1873, has been with 
the Logan-Gregg Hardware 
Co.. Pittsburgh, Pa., whole- 
sale hardware distributors, 
since 1889 when he first ‘be- 
came identified with the or- 
ganization as an errand boy. 
The following year he was 
promoted to the position of 
stock man and was later ad- 
vanced to order clerk. He 
remained in that capacity un- 
til he was appointed managet 
of the order department. Mr. 
Heesom has established an en- 
viable record for promptness, 
care and accuracy in having 
all orders filled. whether large 
or small. Although extremely active, he has still found 
time for civic duties. He was president of the school 
beard of Knoxville, Pittsburgh, Pa., for ten years; has 
been a director of the Boy Scouts: served as a director 
of the Hill Top Y. M. C. A.. and was president of the 
playground commission. His chief hobby is in having a 





W. D. HEESOM 


fine flower garden. 
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JAMES L. EGLINTON, a 
salesman for C. H. Tiebout & 
Sons. Inc.. Brooklyn, N. Y., 
continues at the age of 81 to 
be active in the hardware busi- 
ness. He has devoted more 
than 65 years to selling hard- 
ware for the Tiebout company 
and its predecessors—Morrell 
& Tiebout and Cornelius H. 
Tiebout. Says Mr. Eglinton, 
“Although I have been in the 
hardware trade an unusually 
Jong time. I am by no means 
ready to retire. Good health, 
energy, a keen desire to be on 
the job. and real enjoyment of J. L. EGLINTON 
my associations keep me plug- 
ging away. I keenly appreciate 
the relationships I enjoy with my firm, my fellow em- 
ployees, my customers and my competitors. I have been 
with the Tiebout organization through three generations 
and as a salesman for the company have served several 
companies in New York City through three different 
generations.” Mr. Eglinton celebrated his golden wed- 
ding anniversary in 1931. His present day interest in 
sports is as a spectator but he enjoyed rowing and 
swimming until he passed his 50th birthday. He has 
rowed a boat around Manhattan Island (a trip of more 
than 30 miles) three different times and made a number 
of long distance swims in the waters surrounding Man- 
hattan Island. Mr. Eglinton finds great pleasure in the 
company of his grand-daughter. Of the youngster he 
says, “Perhaps my grand-daughter explains the fact that 
I have no time-consuming hobby as I have found pleasure 
in watching her grow.” Always an active churchman, 
Mr. Eglinton was for many years a deacon of the Tomp- 
kins Ave. Congregational Church in Brooklyn. He con- 
tinued to be active in the church in Brooklyn until about 
10 years ago when he began to make his home in Lyn 
brook. Long Island. having lived in Brooklyn for mor: 








than 60 years. 
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“» AMERICAN 22:2.. CHAIN 


ss 


mg AMERICAN CHAIN DIVISION e AMERICAN CHAIN & CABLE COMPANY, 
wack Ww SZ BRIDGEPORT, CONNECTICUT Gz Busine Jor Your stat 








































SAND’S LEVELS 


—TELL THE TRUTH— 


[a oo 
WORLD'S STANDARD FOR 45 YEARS 


“Factory Built-In Accuracy” 


MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND’'S-STEVENS SURFACE AND LINE 

















Weve for Catalog e | @ At sizes — ANNEALED 
SANDS LEVEL & TOOL COMPANY ° COPPERED * GALVANIZED 
8631 Gratiot Ave. DETROIT, MICH. ® | g 


ened and cut to length. 





@eee 
ie eget hs —_______—_— A ready source for depend- 


One SPEED. 0. LITE. conde able Open Hearth Steel 


Wire for uses such as— 


‘989. 20 RENTAL MONEY IN ‘ONE YEAR| MANUFACTURING CLIP 




























FLORIST BAILING 
A LIKE AMOUNT OF WEAVING BUNDLING OPEN 
; : STONE BALE TIES HEARTH 

tae weet, = plus EXTRA TOOLS AND SUPPLIES!  stapie BOOKBINDING E 
Sands Upto dU he the ouall eoomunity herfrare dealer nto | TyG AND OTHERS oe 
Baseboards normal income for 12 months, you can install the 

— ee sander rental service and come Also—Wire Cloth, Poultry Nettings, 

: a Seedling notienaliy-newe small profit items Hardware Cloth, Nails, Staples. 

is not eno Speec ite « Dust - ° 

NO DIRT less Dise Beaders will mg nese, Fa Ask your jobber. 
handymen and homeowners, to pay up to $8 per day in 


NO DUST rentals alone, and force EXTRA HEAVY SALES of 

finishing supplies 

Write for Free Trial Offer, E-Z Terms 
Lincoln Plan! 


See (4 ees Be eas 


and the 











WICKWIRE BROTHERS 


CORTLAN D:-N EW YO EM * 


Wanta Good Position? | NEW IRONS 
; The quickest and surest way of securing ¢ | for OLD 


good position is through the Classified Oppor- 


ne For precise conditioning 
tunities Department of Hardware Age. by wheel or stone, you 


FLO GG Beene tin easy COMPANY. -1 WE 
212 WEST GRAND AVENUE CHICACO, ILLINOIS 











No. 240 
Sharpener 








‘ Hardware Age will put you in touch with can’t beat the handy new Millers Falls No. 240 Plane 
Hardware concerns who want help and look | Iron and Chisel Sharpener. Strong, compact, deli- 
» for it in the Trade-paper that reaches the cately adjustable, it saves time and lengthens the life 
: areatest number of readers. of the blade. It broadens your market, swells your 
5 Send your copy with remittance to orrrecnre Profits. ONLY $1.25 LIST. Ask your 
U jobber. 
r HARDWARE AGE | 
é Classified Oportunities Dept. MILLERS FALLS COMPANY 
2:39 West 39th St.. New York City GREENFIELD ..MASSACHUSETTS 














if you are going to change your address 


please notify the CIRCULATION DEPARTMENT 
: at least 3 weeks before you move. 


HARDWARE AGE, 239 West 39th St., New York, N. Y. 
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Z Bf Z-73 Lh i J AL pL 
For Screen and Storm Doors 


The action is natural—to open from 
OUTSIDE—pull on handle. To open 
from INSIDE—push on handle. No 
twisting action. Its longer “throw” 
or movement of latch eliminates 
trouble caused by shrinking of the 
door. Simple and durable construc- 
tion assures years of trouble free 
service. Send for literature and trade 
prices. 


'f Your Jobber Cannot Supply You—Write to Us 


WRIGHT PRODUCTS MFG. CO. 
2101 Kennedy Street, N.E. 


Minneapolis Minnesota 








New products and new 
trade names are constantly 
being added to the listings 


for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor He'll be 
glad to serve you. 


HARDWARE AGE 


239 West 39th St., New York City 
























mixes or makes friends. An esti- 
mate of his resourcefulness or 
thrift can be obtained from the 
questions about life and accident 
insurance protection and if he has 
established savings or checking 
accounts with local banks. Owner- 
ship of an automobile fully paid 
for indicates a certain amount of 
thrift as well as the fact that he 
has certain fixed living expenses 
to be provided for out of earnings. 

If the prospective employee is 
interested in lodges, clubs, and 
church activities it shows that he 
has outside community interests 
and friends and possesses a will- 
ingness to share *he responsibility 
of making the community a better 
place in which to live. Certain fu- 


ture valuable business contacts 
may also depend upon these 
groups. 


The suggested form should be 
filled out by the applicant for this 
gives some clue to his neatness and 
legibility of handwriting which is 
important if the position is one in 
the office. In every case the mer- 
chant should have a talk with the 
prospective employee in order to 
form some opinions as to his per- 
sonality, manners and ability to 
express himself. Usually a walk 
through the store will afford an- 


Test—Before You Invest in Employees 


(Continued from page 23) 


other opportunity to talk with him, 
acquaint him with the store and 
impart general information on the 
history and financial position of 
the business. Store rules or regu- 
lations should be explained fully. 
After this interview the merchant 
should immediately note his im- 
pressions in the space provided 
in the application form and should 
then begin a complete check on 
all information listed on the form 
if the prospective employee has 
succeeded in interesting him. 

With all the facts at hand, the 
dealer is in a position to select 
an employee on the basis of abil- 
ity and future development pos- 
sibilities before investing his 
money in expensive training. 
Even with all of these facts some 
employees will not develop no mat- 
ter how much care is exercised in 
their selection. However, a mer- 
chant is better able to judge ability 
if he has this information available 
than if the facts of the case were 
not known. 

Present-day competition de- 
mands the best employee assets 
for every retail hardware business. 
Those merchants who test before 
they invest in employees will be in 
better position to meet keen selling 
competition in the future. 





STEWART-WARNER ON PARADE 





This attractive modern kitchen is on view at the Stewart-Warner 
Corp.’s offices in Chicago. Since more than 25,000 people annually pass 
through the company’s reception hall, officials have capitalized on the 
extent of the reception hall and the opportunity presented for display 
purposes. Visitors cannot fail to see practical displays of Stewart-War- 
ner appliances—-the Dual Temp and other Stewart-Warner refrigerators, 
ranges, kitchen cabinets, etc. Where previously groups arranged to visit 
the plant, now requests are received for permission to view the appli- 
ances on display. 
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American Hardware Mfrs. Assn. 
annual convention meeting with the 
National Wholesale Hardware Assn., 
Oct. 16 to 19, 1939, at the Marlbor- 
ough-Blenheim Hotel, Atlantic City, 
N. J. Charles F. Rockwell, 342 Madison 
Ave., New York City, is secretary of 
the manufacturers’ assn. George A. 
Fernley, 505 Arch St., Philadelphia, is 


secretary of the wholesalers’ assn. 


Associated Pot and Kettle Clubs 
of America, annual convention, July 
7-9, 1939, at the Hotel Claremont, Ber- 
keley, Cal. Al. G. Fischer, J. W. 
Robinson Co., Los Angeles, Cal., is 
secretary. 


Golf Tournament of the Eastern 
Hardware Golf Assn., tentatively set for 
May 18 to 20, 1940, at the Cavalier 
Hotel, Virginia Beach. H. L. Gilliam, 
The Wood Shovel & Tool Co., 9 Rocke- 
feller Plaza, New York City, is secre- 
tary-treasurer. 


Housewares Show, sponsored by 
New York Housewares Mfrs. Assn., July 
10-15, 1939, at Hotel Astor, New York 
City. Mrs. Flo English, Hotel Pennsy)- 
vania, New York, is secretary, 


Machine Tool Show, Oct. 4 to 13, 
1939, at the Peblic Auditorium, Cleve- 
land, Ohio. Sponsored by the National 
Machine Tool Builders’ Assn. 


Coming Conventions 
and Events 


Corrected each 1ssue 
according to latest data 


National Contract Hardware 
Assn. convention and exhibit, Oct. 2-5, 
1939, at Hotel New Yorker, New York 
City. J. Harold Dumbell, executive sec- 
retary, Fulton Bldg., Pittsburgh, Pa. 


National Retail Hardware Con- 
gress, July 17-21, 1939, at Netherland 
Plaza Hotel, Cincinnati, Ohio. Rivers 
Peterson, managing director, National 
Retail Hardware Assn., Security Trust 
Bldg., Indianapolis, Ind. 


National Wholesale Hardware 
Assn., annual convention meeting with 
the American Hardware Manufacturers 
Assn., Oct. 16-19, 1939, at the Marl- 
borough-Blenheim Hotel, Atlantic City, 
N. J. George A. Fernley, 505 Arch St., 
Philadelphia, is secretary of the whole- 
sale association, and Charles F. Rock- 
well, 342 Madison Ave., New York 
City, is secretary of the manufacturers’ 
association. 


Packaging Exposition and Confer- 
ence, 10th annual, March 26 to 29, 
1940, at the Hotel Astor, New York 
City. Sponsored by the American 
Management Assn., 330 W. 42nd St., 
New York City. 


Toy Show, the Sixth Annual 1939 
New England Toymen’s Week, July 24 
to 28, 1939, at the Parker House, Bos- 
ton, Mass. 





Junior Takes Hold 


(Continued from page 57) 


out in this book is the detailed 
description of all of Franklin’s 
problems and how he met them. 

With all his intelligence he 
talked little. He was the world’s 
hest listener. But he did write— 
how he could write! He fought 
his battles with his pen. Franklin 
was the first man to understand 
the value of preparing the way by 
propaganda. 

Few in the world know that 
when Franklin at 70 years of age 
returned to the Colonies from 
ngland he was a ruined man. His 
wife, Deborah, was dead. He had 
no home. His only son had parted 
with him and gone Royalist. He 
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had loaned all of his fortune to the 
new government. Still, on the 
voyage back he studied the Gulf 
Stream, taking its temperature 
from day to day with a thermom- 
eter. He also studied the effect 
of oil poured on the sea. Ruined 
or not ruined, nothing could stop 
the workings of Franklin’s mind. 

Then in his remaining 12 years 
he added to his life its greatest 
chapter in the service of his 
country. 

If this article to juniors will just 
lead to some of them reading and 
pondering this book, I will be sat- 
isfied I have done them a real 
service. 








Ask Customers who 
have Gardens: 


“Are bugs spoiling 
your flowers?”’ 


That’s a short cut to a quick profit—because 
it’s ten to one that they are. When they answer 
yes, just say: 

“Let me recommend Red Arrow Garden 
Spray. It’s easy to mix and use, and kills most 
garden insects in a jiffy. It’s safe, too, and very 
inexpensive. This 35¢ bottle makes several 
gallons of spray—and this larger dollar bottle 
makes four times as much for less than three 
times the price. You want the dollar bottle? 
Thanks. You'll find the simple directions for 
getting best results in this folder.” 


There’s many a sale and nice profit in that 
kind of a sales approach, because Red Arrow 
carries an extra-healthy mark-up. Order Red 
Arrow from your jobber, or, for further de- 
tails and selling ideas, write: 


















































THE McCORMICK SALES CO. 
403 Light St., Baltimore, Maryland 
McCormick & Co. (Canada) Ltd., Toronto 








socially, commercially, politi- 


cally, is the Bellevue. Here 
vital things happen, outstand- 
ing events are held—and 
important people stay. Rea- 
sonable rates. 

Be Sure to Include 


Historic Philadelphia 
in Your Itinerary 


Air-Conditioned Restaurants 


—™=BELLEVUE™ 
STRATFORD 


IN PHILADELPHIA 
Claude H. Bennett, Gen. Mgr. 
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NEWSPAPER ELECTROS 


Up-to-the-minute local newspaper adver. 
tising brings results. We supply attention 
getting newspaper electros in all sizes free 
of charge. For mailings and hand-outs we 
give you colorful folders imprinted with 
your name. For your store. there is a beau- 
tiful metal stand that holds a complete line 
plus a four-color window display with a 
real punch. And remember: Every can of 
Foster's 1-B-M is guaranteed to meet U. S. 
Master Specifications! 


Bey. ASPHALT Fibre 
ROOF COATING 
-B-M- Liqusp Roor coating 
-B-M- ASPHALT PLASTIC 

ROOF CEMENT 
BLACK CAT Brand... A Quolity 
Competitive Grade for Price Buyers! 


senvamin FOSTER comoany 


20th St. & Erie Ave., Philadelphia Pa 
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The woven ‘“‘non-split’’ plug with the copper- 
wire, a new development in Fibre screw 
anchors, manufactured and distributed under 
The Rawiplug Co.'s patents Full line of drills 
with Toolholders 


Distributors and representatives wanted. 


PALATINE Industrial Co., Inc. 
111 FIFTH AVE. NEW YORK 














KEY BLANKS 


OF EVERY DESCRIPTION 
Also, assorted skeleton key» 


Catalogue on request 
GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 
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No. 10 Lindsay Blanket Pins 


STEEL—NICKEL PLATED—6 pins to card—% 
gross cartons. In bulk—1 gross cartons BRASS— 
NICKEL PLATED—6 pins to card only. End of pin 
is protected—no seratehing or catching Length 34 
inches. Also used by campers, hunters, laundrymen 
ete. If your jobber does not stock, write direct to 


PERFORATED PAD COMPANY. 
Sole Distributors, Woonsocket, R. !., U.S.A. 














STEEL MORTAR BODS 
No dripping onto 
: the user's back. 


Made entirely of 
stee) with wooden 
shoulder saddle 
and handie. 
Edges are heav- 
tly reinforced. 
The fork is 
Dressed from 
heavy gauge 


Write for prices. om 
The Cleveland Wire Spring Ce. 
E. 38th St. and Hamilton Ave. 
‘7 @ Cleveland, Ohic & e 










































The ““WHO MAKES IT?” issue of 
HARDWARE AGE enables you to 


quickly locate sources of supply and 


helps you answer many questions re- 


garding brand names, products, etc. 


Bel Air, Md.: Who makes the 
Leray electric lamp for killing fleas 
on dogs? Harford Hdwe. & Supply 


Co. 


ANSWER: Leray Corp., 230 Park 
\ve.. New York, N. Y. 


Ridgewood, N. J.: Who make the 
Hancock outdoor fireplace for char- 
coal broiling? Ridgewood Hdwe. 
Co.. Ine. 

ANSWER: Hancock Iron Works, 
Pontiac, Mich. 


* * * 


Hackensack. N. J.: Who makes 
the Burt rotary hack saw? Romaine 
Hdwe. Co.. Inc. 


ANSWER: White Mfg. Co., 93 
Lafayette St., Newark. N. J. 





Who makes the 
Booth 


Canton, Ohio: 
Ackerman door interviewer? 
Hardware Co. 


ANSWER: George W. Ackerman, 
244 W. 232nd St., New York, N. Y. 


. £ “9 


Elmira, N. Y.: Who makes a lawn 
mower which uses in place of the 
conventional revolving wheel and 
blades for cutting, a series of cog- 
wheels that cut the grass by their 
meshing action? Fuhrman Hard- 
ware & China Co. 


ANSWER: Montamower Distrib- 
uting Co., 321 Houseman Bldg.. 
Grand Rapids, Mich. 


Decatur, Ill.: Who makes reflector 
house numbers? Morehouse & Wells 
Co. 
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MAKES IT?” 


Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buyers. 
This editorial feature in each issue supplements the service ren- 
dered by the “Who Makes It?” issue. When writing to the firms 
mentioned, state that you secured your information from the 


HARDWARE AGE Directory Number. 


ANSWER: Kajo Novelty Co., 839 
6th Ave.. New York, N. Y. 


Marion, Ohio: Who makes large 
size blanket pins? Fix-All Co. 

ANSWER: Perforated Pad €o.. 
Woonsocket. R. I. 


* *% * 


Elizabeth City, N. C.: Who makes 
the electric steem iron? Garrett 
Hardware Co. 


ANSWER: Steem-Electric Iron. 
Inc.. 1726 Lafayette Ave., St. Louis, 
Mo. 


Florence, S. C.: Who makes the 
Key graphite paste? Schofield Hard- 
ware Co. 

ANSWER: Key Co., 300 S. 27th 
St.. East St. Louis, Mo. 


Greenwich, Conn.: Who makes the 
Locke telescope level? Greenwich 
Hardware Co. 

ANSWER: W. & L. E. Gurley, 
Troy. N. Y. 


* * *% 


Pawtucket, R. I.: Who makes the 
Duke ox hair brushes? Hamilton’s 
Hardware & Service Station. 
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ANSWER: Maendler Brush Mfg. 
Co.. 138 E. 9th St.. St. Paul, Minn. 


San Angelo, Tex.: Who makes 
the Phillips combination drill and 
expansion shields? Harris-Luckett 


Hdwe. Co. 


ANSWER: Phillips Drill Co., 225 
E. 21st St.. New York. N. Y. 


Plainfield. N. J.: Please furnish 
the address of Stiles-Barret Co.. 
manufacturers of automobile repair 


tools? A. M. Griffen Hdwe. Co., Inc. 


ANSWER: 2741 Washington Blvd.. 
St. Louis. Mo. 


Brooklyn, N. Y.: who makes Sani- 
Flush closet bowl cleaner? Ocean A 
Hardware Co. 


ANSWER: Hygienic Products Co.. 


Canton. Ohio. 


New York. N. Y.: Who makes a 
chemical used in aquaculture for 
growing plants in water? Armstrong 
& Son. 


ANSWER: Ellis Laboratories. 
Inc.. 98 Greenwood Ave.. Montclair. 
5. 


DENISTON 


**Lead Seal”’ NAILS 


Get samples of this remarkable roofing nal 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit- maker 
and good will builder. Note the famous ‘‘Lead 
Seal’’—the lead under the head and down the 
shank actually pluge the nail hole with lead! . 

Ask your jobber or write us for samples and dem: 
onetrator Blocks. 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, ILL. 








ROCHESTER ADJUSTABLE 
SASH BALANCES 


*| A product of Guar- 
anteed quality. Real 
profit in handling 
them. 


Write for prices. 


0 
° 


Rochester Sash Balance Co.. Inc. 
Rochester, N. Y. 

















ELECTRIC FENCE 
USERS are delighted 
with these new items. 
KWIK KLIPS fasten 
fence wire to insulators 
quickly, securely, without 
tools. Made of galva- 
nized spring wire. 
KWIK GATES (handle, 
hook and spring) are 
simple. efficient. 
Ask your Jobber 


Accessories Mfg. Co., 4612 No. Clark St., Chicago, Il. 














AT your service J 


ryy 
Vue “Who Makes It” 
Editor~ will be glad to 
help you in your search 
for the name of the man- 
ufacturer of that product 
you are interes‘ed in. 


If you do not find it or 
its trade name listed in 
the current Directory 
Number, in all probabil- 
ity it has been incorpo- 
rated in the revised list- 
ings that are being pre- 
pared for the next issue 
of the Directory Number. 
Many such changes are 
being made daily and the 
listings brought up to 
date. 


If your current Direc- 
tory does not give you 
the information you seek. 
write the “Who Makes 
It” Editor. He's at your 
service! 
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Classithied Opportunitiea Seclion... 








Use this section to reach Hardware Manufacturers, Manufacturers 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 








| Clansiiied Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words...... $3.00 
Al — maximum, 50 words... 4.00 
ch additional word...... 06 


Positions Wanted 

(Special Rate) set solid, maximum. 

50 —— J annseeneeee aeecetseee .50 
0} 


Each additional word ............. 03 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Gee BAD cccccccccccccvcccecececes 
Each additional inch 


$5.00 
4.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 10% off; 8 insertions, 15% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order. 
not currency. 





HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


—e~— 
Addrese your correspondence and replies w 


HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St.. New York City 











| = Positions Wanted =f 


[Portions Wanted | 


| = Positions Wanted | 








HARDWARE PERSONNEL. OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 


AM INTERESTED IN CONNECTING WITH 
reliable Manufacturer as Purchasing Agent. 
Eighteen years’ experience Jobber, Mail Order 
and Syndicate Buying Companies. Acquainted 
with the trade and can aid in increasing volume. 
Excellent references. Address Box D-498 care 
of Harpware Acs, 239 W. 39th St., New York 


City. 








BUILDERS’ HARDWARE MAN, THOR- 
OUGHLY EXPERIENCED figuring from Archi- 
tects’ Plans and Spec. on all classes of building 
construction, capable detailer, knows leading mfrs. 


lines. Seeks connection with manufacturer selling 
thru dealer or as contract man for reputable dis- 
tributor. Address Box D-532, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 


MANAGER — BUYER, EXPERIENCED 
HARDWARE TOOLS, Mill Supplies, House- 
wares, Building Materials and Paint. Formerly 
Merchandiser for large Chain Store Organiza- 
tion. Thoroughly versed in Modern Sales Pro- 
motion and Chain Store Merchandising, Buying 
Control and Store Arrangement Methods. Ad- 
dress Box D-531, care of Harpware Acr, 239 
W. 39th St., N. Y. City. 





CATALOG COMPILER— MANY YEARS’ 
EXPERIENCE; expert on layout and preparing 
original and sales-getting copy. If your catalog 
is out of date typographically my vast printing 
and advertising experience will enable me to com- 
pile your house a fine, up-to-date book. My per- 
page rates are reasonable. Samples of work gladly 
furnished. Can also locate with you permanently 
on a salary basis. Excellent references. Address 
Box D-534, care of Harpware Ace, 239 W. 39th 





2. B. 3. Gay. 
DURABLE GOODS INDUSTRIES: AC- 
COUNTANT-CREDIT executive available; 34, 


assume full charge, excellent background and 
qualified. Fourteen years with prominent Hard- 
ware and Paint Concerns, familiar with their 
outlets. Thoroughly experienced in general ac- 
counting, internal systems; cost and selling rec- 
ords, taxes, financial and profit ratios and operat- 
ing budgets perpetuating any organizations. 
Thorough experienced with credits (Com- 
mercial, Contractual and Maritime); effective ap- 
plication of credit licies, commercial law, Fed- 
eral Heard Act, State lien laws; minimum of 
losses; high collection percentage. Seek execu- 
tive position with large and well rated manufac- 
turer or wholesaler. Resume prepared. Box 
D-456, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 








BUILDERS’ HARDWARE ENGINEER 
WITH THREE YEARS’ PRACTICAL EXPERIENCE 


conducting hardware store. Formerly 
salesman for nationally known build- 
ers’ hardware company; also man- 
aged builders’ hardware department 
of one of the leading hardware job- 
bing houses in America. Age 35, 
married. Highest references. Avail- 
able July Ist for position of Manage- 
ment or Builders’ Hardware Engineer. 


Address Box 0-535, care of HARDWARE AGE, 
239 W. 39th St., N. Y. City 

















ENERGETIC AND AMBITIOUS YOUNG 
MAN, 23 years old, single, with driver’s license, 
desires position. Has had eight years’ experience 
in the hardware, paint, plumbing and _house- 
furnishing line, also thoroughly experienced in the 
gas range field and major electrical appliances, 
such as_ refrigerators, washing machines, etc. 
Address Box D-530, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 

SALESMAN WOULD LIKE TO REPRE- 
SENT manufacturer in Metropolitan area. 20 


years’ experience covering ,this territory for the 
two leading jobbers in the East. Best of ref- 


erences. Address Box D-528, care of HarpWare 
Ace, 239 W. 39th St., N. Y. City. 








SALESMAN—ESTABLISHED WITH RE- 
TAIL AND jobbing hardware trade in Philadel- 
phia and Eastern Pennsylvania, would like to 
represent reliable manufacturer in this territory. 
Am 40 years old, travel in my auto and have 
following that will bring results. Can furnish 
A-1 reference. Address Box D-525, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





ATTENTION MANUFACTURER: HARD 
WAREMAN, AGE 35. Experience in manu- 
facture of Heavy Builders’ Hardware and Spe- 
cialty products. Have served in capacities of 
production, sales, purchasing, and management. 
Employed now as manager of Hardware manu- 
facturing plant. A good producer. Address Box 
D-509, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 

















SALESMEN: AMAZING PATENTED 
SCREW-HOLDING screw drivers! Defy com- 
petition! Jobbers, retailers buy quantities. Big 
repeats, exclusive territories. 15 commission. 
Mfg’r., 80-C Journal Bldg., Boston, Mass. 





WANTED SALESMEN TO SELL CHRIST- 
MAS tree sets, lamps and trimmings. Exclusive 
features that appeal to the consumers. An attrac 
tive side line to carry for the next few months 
State territory covered, experience and references. 
Address O. L. Dewey Company, Syracuse, N. Y. 





SALESMAN WANTED BY RESPONSIBLE 
MANUFACTURER to sell five complete lines, or 
erades, of aluminum ware to hardware stores. 
housefurnishing trade, etc. Commission—paid 
weekly. Protected territory. Give full informa 
tion regarding experience. State territory worked. 
Address—lIllinois Pure Aluminum Company, Le- 
mont, Illinois. 





WANTED! SALESMEN NOW SELLING 
HOUSEWARES to hardware dealers—depart- 
ment stores and other dealer outlets—who can 
properly handle additional line of cast aluminum 
utensils, pressure cookers, hotel ware. Must 
thoroughly cover territory by car—commission 
basis—exclusive territory. Give complete details 
—confidential. Address: National Aluminum 
Mfg. Co., Peoria, Illinois. 





MANUFACTURER’S AGENT DESIRES TO 
MAKE connection with manufacturer of light 
builders’ hardware and locks. Past 12 years 
have sold the jobbing and retail hardware trade 
in Philadelphia, Eastern Pennsylvania and South 
Jersey. Am established with this trade and know 


credit standing. Excellent reference. Address 
Box D-524, care of Harpware Ace, 239 W. 39th 
St.. N. Y. City. 





PURCHASING AGENT, 9 YEARS’ EXPE- 
RIENCE in the wholesale hardware and elec- 
trical manufacturing field. Age 29. Now em- 
ployed. Desires position with future and oppor- 
tunity for advancement. Any location. Excellent 
education. Best of references. Address Box 
D-523, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 





BOSTON JOBBER WANTS A SALESMAN 
to cover Conn. and Rhode Island, calling on hard 
ware and sporting goods stores. Will consider 
man with following only. A good proposition 
for right man. Territory in Maine also open 
for another man with side line. Address Box 
D-536, care of Harpware Ace, 239 W. 39th St.. 





N. Y. City. 
SALESMEN WITH HARDWARE FOL- 
LOWING TO sell an attractive line of fibre 


tool boxes. Liberal commissions and drawing 
when proven satisfactory. Exclusive territories 
now available in N. J., Pennsylvania, Delaware, 
Washington, D. C., Ohio and Westchester County 
Address Box D-529, care of Harpware Acer, 


239 W. 39th St., N. Y. City. 








Samples of Merchandise. Literature, Catalogs, etc., will not be forwarded unless accompanied by full 


postage for remailing. 
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| —s Accounts Wanted | 


| Business Opportunitien | 











REPRESENTATIVES WANTED CALLING 
ON JOBBING and Retail Hardware, Paint, 
Electrical and Metal Supply Houses, on fine 
commisison basis, to sell high-grade line of tools 
in the following territories—New York and New 
England States and Metropolitan district. Oppor- 
tunity to earn real income. Write us giving 
present lines carried, age, business experience and 
reasonable references. Address Box D- 527, care of 
HarpwarE Ace, 239 W. 39th St., N. y. City 


WANTED MANUFACTURERS AGENT 
CALLING ON wholesale and Builders Hardware 
dealers to sell high grade, low priced line of 
medicine cabinets. All territories. J. R. Goslee 
Co., 1807 Columbus Road, Cleveland, Ohio. 








WANTED SHORT LINE CALLING ON 
Wholesale Hardware jobbers in Illinois, Iowa, 
Wisconsin and Minnesota, commission basis. Ad- 
dress Box D-520, care of Harpware AGr, 239 
West 39th St., N. Y. City. 


FOR SALE: HARDWARE BUSINESS IN 
South Jersey, 40 miles from Philadelphia. Center 
prosperous Farming Section. Address Box D-538, 
a of Harpware Agee, 239 W. 39th St., N. ¥ 

ity 





SALES REPRESENTATIVE NOW SELL.- 
ING HARDWARE and Steel Jobbers and large 
industrials in Illinois and Indiana covering terri- 
tory quarterly wants an additional line on com- 
mission basis. Address Box D-521, care of 
Harpware Ace, 239 W. 39th. St., N. Y. City. 


FOR SAL E—HARDWARE AND HOUSE- 
FURNISHING Store established over 50 years. 
Fine location—Price Right. Worthy of considera- 
tion. Good Clientele. For particulars address 
Box D-522, care of Harpware AGeg, 239 W. 39th 
Be. N. Y. Ctiy. 














| Barsiness Opportunities | 








| Accounts Wanted | 








_ I TRAVEL THE STATES OF Ore., Wash- 
ington, Idaho, Montana. Have 300 good loyal 
retail hardware customers. Will be glad to hear 
what you have to offer. Address Box ay 
care of Harpware Acer, 239 W. 39th St., , 
City. 


WANTED—LINES FOR OUR FLORIDA, 
Pennsylvania, Maryland, Ohio and West b= 
ginia members. If you are tired of “high s 
salesmen you will get amazing results =a 
mutual salesmen who cover small territories and 
have established following. No oharge for our 
service to manufacturers or salesmen. Mutual 
Network of Manufacturers’ Agents. Address 
Box D-518, care of Harpware Ace, 239 W. 39th 
St., N. ¥. City. 











PRINTING 
Letterheads — Envelopes — Statements 
1,000 $2.55, 2,000 $4.75, 5,000 $10.50. 
Terms: Net 10 days, postage prepaid. 
Samples Free. 

MAYFIELD PRINTING CO., Mayfield, Ky. 
~ 














FOR SALE—AN ESTABLISHED HARD- 
WARE Business of about $3,500 clean salable 
stock—known as the R. G. Falls Hardware, 
Whitehall, N. Y. An excellent opportunity for 
any one wishing to enter the hardware business. 
Address: Mrs. R. G. Falls, 23 Williams St., 
Whitehall, N. Y. 





FOR SALE—PROFITABLE HARDWARE 
STORE. Established trade, clean staple stock, 
fine location, low overhead. Located in good farm- 
ing community in North Central Ohio. Priced 
to sell at $4,500.00. Address Box D-533, care of 
Harpware Ace, 239 W. 39th St., N. 'Yy. City 


FOR SALE: HARDWARE STORE, PLUMB- 
ING and Tinning business located in Ohio city 
of 40,000 population. The store is modern brick 
located in the better residential district. Good 
clean stock of hardware and paint. Do not pass 
up this opportunity. Address Box D-513, care of 
Harpware Ace, 239 W. 39th St., N. Y. City 








RETAIL HARDWARE BUSINESS IN 
PROSPEROUS city of three thousand in south 
eastern Indiana. Business well established ir 
general hardware, ee and bottled gas 
delivery service, alrea built. Community good 
financially. This opportunity only good if taken 
immediately or we will continue. All standard 
appliances established. All communications con- 
fidential. Address Box D-519, Harpware Acr 
239 West 39th St., N. Y. City. 





fire You Seeking SALES REPRESENTATION 
eithera on a NATIONAL oi SECTIONAL BASIS? 


HARDWARE AGE VERIFIED LIST 


will help you obtain it 


it lists 1150 MANUFACTURERS’ AGENTS in the United States and 48 in Canada operating in the 
hardware field, giving not only their names and addresses but also the lines handled, territories covered, 
aumber of men traveled, branch addresses of those firms having them and the year the businesses were 


established. 


Obviously this information wili prove helpful in arranging for sales representation wherever desired in 


the United States and Canada. 


HARDWARE AGE VERIFIED LIST also contains separate lists of Wholesale Shelf Hardware Houses, 
Wholesale Heavy Hardware Houses, Mill Supply Distributors, Plumbers and Tinners Supplies Jobbers, 
and Chain Hardware Stores, authoritative lists that are recognized as indispensable for effectively con- 


tacting, personally or by mail, these distributors in the hardware trade. 


The price for this publication, containing all] the lists stated, is $10.00 a copy. Remittance with order. 


HARDWARE AGE 


VERIFIED LIST DEPARTMENT 
New York City, New York 


239 West 39th Street 


JUNE 29, 1939 
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CAULK-0-SEAL 


WITH CALBAR PRESSURE GUN 


1 recommend Caulk-O-Seal because I've 
learned that it does the best job. It’s super- 
plastic, weatherproof, doesn’t stain, chip or 
crack. Altogether — it’s the finest caulking 
compound I've ever used. And it’s sure easy to apply when 
you use the trouble-free Calbar Pressure gun. I couldn't 
caulk without it. Caulk-O-Seal comes in Tubes, Cans, Drums 
snd CARTRIDGES. Black and 12 colors. 


CALBAR 
PAINT & VARNISH CO. 
Mfrs. of Technical Products 
2612-26 N. MARTHA ST. 
PHILADELPHIA, PA. 
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BRUSH-NU COMPANY 


BALTIMORE MARYLAND 











TORCHES 


KNOWN 
EVERYWHERE 


Me 800—Low Priced. Pump Fille, 
Polished Brass Finish. 


Me. 600A — Bottom Filler, 1 Handis 
Lock Down Pump, Polished Brass Finish. 


Neo. 158A—Chrome Plated Tank and 
Sumo Full Skirted Windshield 


CLAYTON @ LAMBERT Mc. Co. 


OETROIT, MICHIGAN 














Sure... recommend Calbar| Qudex Jo fKdwentureur 
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Genwi" DOMES °f SILENCE 


jodie SILENT LY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
\ & FLOORS-CREATE QUIET 


§ Silence 


Rubber Cush 


Ask your Jobber 


DOMES of SILENCE " 35 Pea 
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Nicholson File Co...... 

Norcross & Sons, C. 
North Bros. Mfg. 
Norton Abrasives 





Cee CR Ts cacccsnccccus 
Oliver Iron & Steel Corp........ 
Outboard Marine & Mfg. Co..... 
oo ee eee 


Pacific Plastic & — Co., Ine. 
Page Seed Co., ‘The 
Paine Company, The. a ea hacia. o ak oe 
Palatine Industrial Co., Inc.... 
Parker Hdwe. Mfg. Co.. 8..... 
Patent TM Gikik cc cccccccs 
PO EE, SOD ns 00:00 6 ce icieies 
Perfection Stove Co............ 
Perforated Pad Company....... 
Peters Cartridge Div........... 
aw ot eee 
Pittsburgh Plate Glass Co., Paint 
SS err rer ren 
Pittsburgh Plate a Co. 
(Pennvernon Div. 
Pittsburgh Plate a Co. 
SN WEEDS on vcccicesvese 
Pittsburgh Steel Co............ 
Plastic Prods. Company F 
Plymouth Cordage Co.......... 
Plymouth Rubber Co., Inc...... 
Porcelain Products, Ine........ 
Premax Products ........ ane 
Proctor Electric (o........... 
Progressive Mfg. Co.. Inc.... 
Puritan Cordage Miils..... 


R 


Raucher Manufacturing Co...... 
Ray bestos-Manhattan, Inc. 
bestos Div.) 
Ray-O-Vac Co. 
Reading Hardware Corp........ 
Arrow Div., McCormick 
a cba ddadecewrinees 
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Remington Arms Co., Ine. 
Republic Steel Corporation > 
Republic Steel Corporation (Wire 
Division) 
Mevmenes Wise Ge. cic cccccess 
Rich Ladder & Mfg. Co., The... 
Richards-Wileox Mfg. Co....... 
Rittenhouse Co., Inc., A. E.... 
Rixson, Oscar C., 
Robertson, Arthur R......... 
Rochester Sash Balance Co., Ine. 
Rogers Isinglass & Glue ee 
Roper Corp., Geo. D.. iaatt 
Rugg Co., The m= 
Rursell, urdsall & Ward Bolt « 
Nut Co. 
Ryerson & Son, Ine., Jos. T.. 


~ 


Samson Cordage Works.... 


| Sand’s Level & Tool Co.... 


Sandvik Saw & Tool Corp.... Ss 


| Savage Arms Corp............ 
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| Star Heel 
| Starline, Inc. 





Sehacht Rubber Mfg. Co...... 
Chemical Co....... 
SD, anc cs.esicsceces 
Schiueter Mfg. Co.......... 
Schollhorn Co., The Wm...... 
Sentinel Radio Corp........... 
Shapleigh Hardware Co... 
Sheffield Bronze Powder & Stencil 
tk. “sn awithe habe. & eos. 60.40.49 
Sherman Mfg. Co., H. B.... 
Sherwin-Williams Co., The.. 
Signal Electric Mfg. Co....... 
ee eee 
Smith, tac., Landen P........ 
Socony-Vacuum Oil Co., 
Boo 
Socony- Vaeunm Oil Co., 
Products 
Sparklets Corp. 
Speedway Mfg. Co......... ‘ 
Standard Fence Co.......... ° 
Standard Steel Products Co... 
Stanley Tools, Div. of the Stan 
ee re er ee 
Stanley Works, The.....:.. sta 
i eee 





Sta-Tite Snath Co.......... 
ee ee See . eee 
Steel Produc ts’ A ee 
Stevens Asme Ce... Gicscsccrcess 
Stewart Iron Works Co., Ine 
WP . Sitcun Romane nmeave wes 


Tennessee Coal, Iron & Railroad 
C0: On 04,600 660.66: 60N abe bb 
The Henry 


a Preseets O8...crcrccee 
ee |S eee 

Zeeee Wuse Mtg. Go... ccves 
| eee a ee 
Triplex Screw Co., The......... 


Tubular Rivet & Stud Co....... 


Tucker Duck & Rubber Co..... 
Turner, Day & Woolworth Han 
Gee Ss. Niphwwunetecaceso% 


Union Fork & Hoe Co., The. 

Union Hardware Co........... 
a eT roe 
a eee ee 
Utica Drop Forge & Tool Cor}. 


Vv 


Vaughan & Busbnell Mfx. Co... 
Vaughan Novelty Mfg. Co., Ine. 
Victor Electric Products, Inc... . 
Vita-Var Corp. se 
Weemen Teel Ge, WOR. crecovse 


w 


Wabash Appliance ; 
ae ae ee 
Wall Rope Works, Ine......... 
Warren Tool 


| ONS “OE Ries ck ekacsescs 





Washburn Co., The........... 
Waterbury Rope Co., Ine...... 
Western Cartridge Co.......... 
WOU, SEE, © SOD 6. o's0.0 5 cose ce 
Westinghouse Electric & Mfg. 

EE EP re rere ware e oe 
Wickwire Brothers 
Winchester Repeating Arms (Co. 
Le ee EO Uk he re eee 
Wood Shovel & Tool Co........ 
Pre TI. Gi go tcicccccces 
Wright Products Mfg. Co....... 
Wright Steel & Wire Co., G. F. 


Y 


Yale & Towne Mfz. Co., The.. 


SI 
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STAR 


‘| Sellers CED Cay 


- PAS. 
CARDS UDG 


In times like these, our No. 5% Assortment Card of STs AR 
Heel Plates is very much in demand. Each card holds 
one pair each of Numbers 2, 3 and 4, the best selling 
sizes. Stock this well known assortment immediately and 
share in the profits. They sell and repeat. 1 doz. ecards to 
bundle. Also packed 4 gross pair in boxes. Sold by Lead- 


ing Jobbers. Send for Samples and Prices. 


* STAR HEEL PLATE CO. 
NEWARK N. J. 
































Better Homes 
& — 


rime 
a 
Womans 
Home 
COMPANION 








PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS @ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 


SEND FOR CATALOG OF COMPLETE LINE 


The ELASTIC TIP Co 


MASS 














Balanced FOR SALES 
Balanced FOR PROFITS 


This balanced assortment from 
“The Tool Box of the World”’ gives 
you 12 Stanley Nail Hammers 
. every one a fast seller. 


| STANLEY ] 


TRADE MARK 


Order From Your Jobber 


STANLEY TOOLS 


New Britain, Conn. 
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NOW 
ADDED 


TO THE "YANKEE" 
Handyman Line 


Nationally Advertised 


23° 


SELLER 


Genuine ‘‘Yankee’' quality 
at this price 













2 
No. 2H Handymney 


RATCHET SCREW DRIVER 
















“YANKEE” 

RATCHET SCREW DRIVER No. 2H 
NEW QUICK PROFITS FOR YOU! 

Display this Merchandiser 
Genuine “Yankee” quality 
in a Ratchet Screw Driver at 
this price offers unlimited 
sales. Everybody — man, 
woman or boy needs one. 


Packed 1 dozen ina“Yankee”’ 
Merchandiser that creates 
sales. Weight, 1 lb. 1 oz. per 
doz. Length overall, 4%". 
Blade length, 1%". 


NORTH BROS. MFG. CO. 
PHILADELPHIA, U. S. A. 


Brings You 


SUMMER PROFITS 


NR 


BLUE RIBBON 


a 7 ail 








FEATURE THE DAISY RUBBER PRODUCTS PICTURED ABOVE 


This summer increase store profits by keeping these seasonal DAISY 
Rubber Products well displayed. They are in demand all summer long 
and every item pays your store a long profit. Check over the items on 
this page. If you are not carrying all these DAISY items now, order 
the products you do not have. 


For the next two months make counter and window displays featuring 
Daisy Bath Sprays, Tubing, Hose Washers, Faucet Washers, 
Fly Swatters, Daisy Jar Rings, Kneeling Pads, Spatulas and 
Sink Stoppers. See for yourself how these long-profit, fast-turning 
items increase store traffic and keep the cash register ringing. 100 
pound orders earn our liberal freight allowance. 


— Call Your Jobber or Write Us Direct — 


SCHACHT RUBBER MFG. CO., HUNTINGTON, INDIANA 
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